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Agents Queried On 
Companies’ National 
Advertising Efforts 


Survey Reveals Most Agents See 
Gains to Producers Through 
National Campaigns 


SEVERAL PROPOSALS MADE 
Would Have National Budgets In- 


creased to Meet Competition; 
Support Local Tie-in Ads 








An intensive survey through personal 
interviews with 500 independent insur- 
ance agents, concerning their opinions 
and practices as to advertising, has been 
completed by Kirschner and Company, 
insurance -advertising agency with San 
Francisco headquarters, The firm spent 
nearly six months in the development 
of the agents’ opinion poll. It covered 
northern California cities ranging from 
10,000 to 200,000 population, where pro- 
ducers are particularly advertising- 
minded. 

According to Herbert H. Kirschner, 
president of the 38-year-old advertising 
firm: “To make certain that the agents 
interrogated thozoughly understood our 
question and we, in turn, correctly inter- 
preted their answers, a minimum of one 
hour to several hours was spent directly 
with local agency owners and_ their 
personnel.” 

Range of Survey Subjects 

Discussions covered the subjects of na- 
tional advertising by insurance com- 
panies, “Big I” nationwide advertising 
campaign directed by the National Asso- 
ciation of Insurance Agents, the value 
to producers of specific types of advertis- 
ing, and significant factors in prepara- 
tion of local agents’ advertising. 

Mr. Kirschner adds that, “Admittedly, 
500 agencies do not constitute a profund 
.number. But we believe the character of 
this sampling of opinion, and the time 
devoted to obtaining it, gives strength 
to the summarization of expressions.” 
Highlights of the survey’s findings are 
given in the accompanying summary: 
Insurance Company National Advertising 


70% of agents believe that national ad- 
vertising of insurance companies is help- 
ful to the business development of local 
producers. 

30% are of the opinion that little is 
gained for them from the insurer's na- 
tional advertising. 





65% of producers feel that they would 
(Continued on Page 25) 
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Manhattan Casualty Company 


116 JOHN STREET, NEW YORK 38 
BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 


The Gotham Life Insurance Company 


Of New York 
LIFE GROUP ACCIDENT & HEALTH 








A PREMIUM 


BUDGET PLAN 
THAT'S EASY TO USE 





If you're thinking of posting a reward for a premium budget plan that’s easy to 
understand and use. look no further, pardner. K. I. P. is your answer, and no 
reward is necessary 

In fact, the Kemper Insurance Plan will reward you. Especially designed with 
the agent in mind, K. |. P. pays off in simplicity and in sales appeal. Simplicity? 

plans can even be set up over the telephone: and almost no office detail is required! 
Sales appeal? — available for individuals and businesses, K. I. P. helps you obtain 
new accounts, helps you hold, old business and makes it easier to “trade up” 
present policies 

K. |. P. is only one of the many advantages of representing a Kemper Insurance 
company. For complete details, fill in and mail the coupon below 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS“MUTUAL INSURANCE COMPANY 


divisions of KEMPER Chicago 40 
INSURANCE 


America’s leading prestige insurance organization 





Mr. N.C. Flanagin, President | would like to know more about K. |. P. 
KEMPER INSURANCE and the other advontages of representing 
CHICAGO 40, ILLINOIS o Kemper Insurance ¢ompany 

Nome 

Agency Name nfs ee) 
Address_ -_ a 


City Zone State * ~ = D 














Equitable Society 
Moving Into Huge 
New H. O. Building 


The Largest Commercial Structure 
Transfer in History; Will Take 5 
Weeks to Complete Operation 


NO BUSINESS INTERRUPTION 


Movement in Separate Operational 
“Clusters” Rather Than by De- 
partments; Other Removal Facts 





Called the largest commercial move 
of a business institution from one build- 
ing to another began August 17 when 
Equitable Life Assurance Society started 
entering its new 42-story home office at 
1285 Avenue of the Americas, between 
Fifty-First and Fifty-Second Streets, as 
it was leaving the home structure it has 
occupied for years at 393 Seventh Ave- 
nue. It will take five weeks to complete 
the transfer. 

As the old Equitable building became 
outgrown, additional space had been 
taken in Statler-Hilton Hotel, Greeley 
Arcade, 1450 Broadway, East 34th Street, 
261 Madison Avenue and a Hudson Street 
warehouse. These sections are also being 


moved to the new location. 
Planning Took Two Years 


The result of two years of scientific 


planning, the move is seeing “business 
as usual” conducted by the Society’s 
7,350 executives and employes as_ the 
company’s equipment is transferred up- 
town in 1,800 van loads. Some 75,000 
pieces of Equitable equipment are being 
moved on a precise time schedule worked 
out in advance by the moving company 
and Equitable executives. 

An innovation of the move is that it 
will be made in five separate operational 
“clusters,” rather than department by 
department. The “cluster” idea was de- 
veloped by Equitable to assure maximum 
efficiency in continuing company busi- 
ness activities throughout the moving 
period. 

Equitable employes are being kept 
completely informed of progress, re- 
ceiving day-to-day reports on the loca- 
tion of departments and personnel with 
whom they work. As their turns arrive, 
they close their desks in their old office 
at the end of one day, and reopen them 
in their new office at the beginning of 
the next working day, ready to continue 
work without interruption. 

Among the 75,000 pieces are some stag- 
gering totals of individual items such as: 

desks, 7,159 legal and letter-size 
files, 2,303 card files, 1,722 card file sec- 
tions, 3,000 transfer files, 1,500 tables, 
500 supply cabinets, 525 business ma- 
chines, and 625 documentary file sections, 
to list a few. 
(Continued on Page 13) 
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SPRINGFIELD 1, MASSACHUSETTS ¢ ORGANIZED 1851 


A NEW DAY FOR C.L.U. 
AND NON-C.L.U. ALIKE 


To the 7,000 C.L.U.s throughout the coun- 
try and the 12,250 men and women now en- 
rolled in C.L.U. study, the recent dedication 
of Huebner Hall represents the achievement 
of a cherished vision. 


Thirty years ago and more, the C.L.U. 
movement started as a concept in the minds 
of Dr. Huebner and those dedicated NALU 
leaders who saw the vision. 


Today the edifice in Bryn Mawr is tangible 
evidence that the American College of Life 





Underwriters and the professional body of 
C.L.U.s known as the American Society of 
Chartered Life Underwriters are established 
and accepted at last by the public and the 
great body of life underwriters. A vivid 
demonstration of the power of an idea whose 
time has come! 


It will be no less important from today on 
to encourage the new men in our business to 
undertake C.L.U. study. But of even greater 
importance, those of us who are C.L.U.s re- 
alize that C.L.U. is only the beginning. To 
live up to our own ideals, we must continually 
grow — and to help us, our American Society 
publishes the C.L.U. Journal and Query, and 
provides the C.L.U. Institutes. Other plans 
are under way to increase and improve our 
continuing education. | bespeak our contin- 
ued enthusiastic participation both as indi- 
viduals and as Chapters in the C.L.U. pro- 
gram. 


Jnbad lathe 


General Agent, Syracuse 
President, 

C.L.U. Association of the 
Massachusetts Mutual 
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National Life of Vt. 


Educational 


Conference 


in Honolulu 





One of National Life of Vermont’s most enthusiastic 
educational conferences was held in Honolulu earlier this month, 
ance of 200 of the company’s top agents. 


agents’ 
with an attend- 
Speakers from the home office, in addi- 


and successful 


tion to President Deane C. Davis and Executive Vice President L. Douglas Mere- 


dith, included Clyde R .Welman, CLU, agency vice president; 
actuary, David F. Hoxie, associate counsel, 


ing director, and Ward Phelps, CLU, 


Hawaii’s Governor William F. 


and national security. 


General chairman of the conference was E. Reg Murray, administrative 


Norman L. Campbell, 
Robert H. Henning, CLU, agents’ train- 


agency superintendent, 
Quinn, in his welcoming talk at the Hawaiian 
Village Hotel, stressed the part that life insurance plays 


in personal, community 


assist- 


ant, and Kirtland J. Keve, CLU, agency development director, was program chair- 
man. A special guest was Hawaiian Insurance Commissioner Charles H. Silva. 


‘Crashing The Barrier” 


The field men heard solutions to problems in a series of talks by Agents John W. 
Baker, Philadelphia; David M. Boardman, Burlington, Vt., and Joseph B. Rosner, rep- 


resentative in Troy for the 


John W. Baker 

In his talk Mr. Baker said that service 
“eventually leads to more valuable 
and easier sales.” He added that no sale 
really comes easy, “but prospecting cer- 
tainly does when the right amount of 
service has been done.” 

The majority of his big sales this year 
have come from two sources: referrals 
from clients for whom he had done “a 
and thorough job of service” and 
from clients themselves who were pleased 
with the service he gave them. 

He outlined a chain-reaction situation 
where he had sold $89,000 of insurance 
to a direct-mail contact and three leads 


good 


from it. These involved reviewing trust, 
beneficiary, estate and retirement pro- 
grams. Mr. Baker said one of these new 


clients told him he was “the first agent 
who took enough time to go over his 
entire estate and discuss the merits of 


‘ 


JOHN W. BAKER 


setting it up correctly. 
As another example of doing spade 
work, knowing his product and present- 
ing a definite program, he reported that 
he sold $30,000 of life insurance in a 
partnership arrangement and $105,000 ad- 
ditional insurance to a doctor who had 
previously bought $125,000 from him, 
Mr. Baker, who is with National Life’s 
Eugene C. DeVol general agency in 
Philadelphia, also named other factors 
involved in his increasing number of 
sales: better organization; frequent con- 
sultation with and advice from his gen- 
eral agent; his wife’s growing list of out- 
side activities; having the home office do 
a great deal of the service research; a 
trained secretary who prepares pro- 
posals and policy beneficiary analyses. 
He also paid tribute to his father, also 
with the DeVol agency, saying, “It never 
hurt to be able to ask questions, dis- 


Albany general agency. 


JOSEPH B. ROSNER 


Extracts from their talks follow 


cuss clients and get sales help from an 
old pro.” 

He stated that not only did his wife’s 
growing list of outside activities aid him; 
so did her “telling me to get out and 
work, because I have six mouths to feed.” 


Joseph B. Rosner 


Mr. Rosner described this first four 
years in insurance as “something less 
than sensational.” He discovered time 


and time again, he said, that “the only 
something you get for nothing is failure.” 

Since putting several factors that have 
multiplied his annual volume, to work 
two years ago, his average has more than 
trebled and annual premium has virtu- 
ally quadrupled. 

When telephoning, he asks for an oppor- 
tunity to meet the prospect, whether a 
referred lead, “move-in,” orphan or even 
a cold canvassing. His telephone “script” 
is such that he can counter almost every 


DAVID M. 


possible conventional objection. Essen- 
tially, he merely offers to meet and give 
the prospect valuable information, 

He stated that one of the basic truths 
he has learned about life underwriting 
is: “If you don’t know where you've 
been, you can’t possibly know where 
you're going.” Thus his records show 
mostly “quite agreeable disclosures.” 
For example, last year an average of be- 
low four closing interviews meant a sale 
and each closing interview was worth 
just short of $40. Further, a work week 
of ten “seen calls” was sufficient to do 
these things and to leave enough time 
for service to policyholders and more 
study in advanced underwriting. 

“Breaking the production barrier,” he 
concluded, has been “thoroughly reward- 
ing.” In doing more for clients, he said, 
he has gained greater professional and 
personal satisfaction. 


BOARDMAN | 


Deane C. Davis 





Company Stand on Replacements 


President Deane C. Davis told some 
200 of this company’s top agents that 
National Life intends to be in the van- 
the the life 
insurance industry's Number 1  prob- 
lem—replacement, which he described as 
involving both “legal and ethical con- 
siderations.” 

Mr. Davis declared that National Life 
will tighten its rules on issuance of pol- 


guard of crusade against 


icies where there is an intention to sur- 
render insurance. In addition, agents 
will bear the burden of proof that a new 
policy to be issued in replacement is 
“definitely advantageous to the policy- 
holder.” And the company will dismiss 
agents who are continually involved in a 
high percentage of such s 

In reference 
in the 
field representatives, 
help and support.” 


ales. 
to National Life’s 
“crusade,” 


part 
the president told the 
“We need your 
Concerning the bur- 
den of proof, he said “Agents—good 
agents, smart agents—will not wish to 
spend all their time defending past ac- 
tions.” 

He also 
crease” 
icies in 
N: tions al 
Life’s 


noted “a considerable in- 
in the first half of 1961 of pol- 
other companies replaced by 
Life agents and of National 
own policies replaced by other 
firms. The company has thus decided to 
notify general agents at once when it 
learns of a threatened replacement of a 
National Life policy. 

He said the whole industry has a large 
stake in reversing the replacement trend 
and explained that the rising costs that 








PRICE RIPLEY 


David M. Boardman 


The difference between the successful 
life agent and the mediocre one, in the 
opinion of Mr. Boardman, is that the 
successful one takes a common idea and 
does it uncommonly well. The successful 
field man has only the same sources of 
information, ideas and knowledge as the 
mediocre one: no gimmicks, no secrets, 
no hypnotic power. 

Mr. Boardman was one of the three 
agents using the title “Crashing the Bar- 
rier’ at the company’s annual agents’ 
educational conference. He credits an 
insurance association meeting speaker 
with giving him a few basic ideas that in 
two years have helped him sell some 
$1,000,000 of insurance. 

Saving money, by “the greatest sav- 
ings plan known to man,” is at the base 

(Continued on Page 4) 





DEANE (C., 


DAVIS 


replacement causes can make it difficult 
for life insurance to compete effective- 
ly with other savings and investment 
media. 

Mr. Davis also stated that 
the greatest reason why the 
ment has not taken over life 
is because enough agents 
do things the hard way. 
what they are doing enough to expend 
all of the blood, sweat and tears which 
go into the making of a successful life 
insurance agent. There is a social value 
to cash-value life insurance ‘that cannot 
be duplicated under any governmental 
system of life insurance protection.” 

Judge Davis reported that the com- 
pany is growing rapidly in insurance-in- 
force, sales and number of agents. He 
said: 

National Life 


perhaps 
Govern- 
insurance 
“are willing to 
They believe in 


expects to reach $3 bil- 
lion of insurance-in-force late this year 
or early next; this would be four years 
after the $2 billion mark was reached 
The company’s sales of more than $200 


million in the first six months of 1961 
are 20% above those of the like 1960 
period. National Life now thas 724 


career agents, against 650 one year ago. 


Agents Have Responsibilities 
Says E. Price Ripley 


Life insurance agents have four major 
areas of responsibility, said E. Price 
Ripley, CLU, Roanoke, naming the areas 


as the public, company, general 
and the agents themselves. 

Concerning responsibility to the oe 
Mr. Ripley, who is a member of MDRT 
said that life insurance should be sold 
on a needs basis. “The public pays the 
bill and will always decide our future,” 
he said. 

On company loyalty, he advised agents 
to make proper use of all t = products, 
tools and long successful experience of 
the organization. Field representatives 
should conduct their business on high 
ethical and professional levels, so that 
their general agents would point them 
out to new agents as exemplifying the 
highest type of insurance salesman. 

He also stated that agents should be 
jealous of their own as well as their 
company’s reputation, declaring that they 
should “keep a career atmosphere that 
will continue our blessings as_ profes- 
sional men.” 


agents 
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National 


Life 


of Vt. 


Educational 


Conference 


in Honolulu 





L. Douglas Meredith: 





Face Responsibilities With Pride 


The United States “achieved its place 
in the world because the rugged and 
hardy descendants of courageous pio- 


their responsibilities as 
individuals, and did so with pride,” de- 
clared L. Douglas ‘Meredith, executive 
vice president, adding that the United 
States “will retain its place only to the 
extent that this responsibility is exer- 
cised in the future.” 

He said each individual is responsible 
to himself and society to produce enough 
during his lifetime to fulfill his responsi- 
bilities to himself, his family and so- 
ciety. Without a clear understanding of 


neers accepted 


responsibilities, the individual easily 
overlooks them “and tends to place 
greater reliance upon Government to 
assume a portion of the responsibility 
which rightly is his.” 

Mr. Meredith noted that “the com- 


plexities of modern life tend to bury and 
conceal the individual and his impor- 
tance to society. The solution of mod- 
ern problems often places almost full 
reliance upon society without recog- 
nizing either the ability of the individual 
to solve his own problem or his in- 
herent responsibility to do so... . An 
endless chain continues until everyone 
expects Government to provide without 
anyone producing. 

“At some point the proportion of indi- 
viduals relying upon society only can 
result in the collapse of that society and 
the probable formation of a communistic 
or police state.” He said that only in 
emergency or an inability to provide for 
himself should an individual rely on 
Government 

Initiative and incentive for assuming 
responsibility are quickly stifled, he de- 
clared, to the extent that society im- 
poses taxes to provide benefits for so- 
ciety at large and to the extent that such 





Fabian Bachrach 
DOUGLAS MEREDITH 


— 


benefits provide goods and services that 
people themselves should provide. 

He quoted a recent 
prominent economist that “‘Govern- 
ments now absorb about one-third of 
our income, . . . By 1970, government 
will absorb over 40% unless we develop 
a firm concept of limited government 
and evolve articulate support for this 
view.” 

The National Life executive stated 
that life insurance has played and will 
continue to play a major and invaluable 
part “in the prudent exercise of accept- 
ing responsibility in modern society. 
He described an adequate cash-value in- 
surance program as the only funda- 
mental way that an individual, “the key- 
stone of society,” can readily and com- 
pletely fulfill his responsibility to him- 
self and society.” 


statement by a 





Gov. Quinn Welcomes 
Company in Hawaii 


“Insurance is one of the nation’s most 
important businesses,” Gov. William F. 
Quinn of Hawaii told some 250 National 
Life of Vermont agents and executives, 
“because it offers to all people the op- 
portunity and the incentive to provide 
for their own family stability and per- 
sonal security. It is a demonstration of 
the strength that can be achieved by man 
when he coordinates his strength with 
the strength of others to give security 
to all.” 

Gov. Quinn declared 
insurance, “multiplied a 
or a million times... p 
to a town or a city or a country, be- 
cause the security of families is bound 
to be reflected in the security of a na- 
tion. Personal and community responsi- 
bility should be a way of life,” he said 

Referring to National Life’s origin 
among the rugged, individualistic and 
responsible Vermonters of the mid-19th 
century, he told the agents “it is no 
wonder that you so clearly recognize the 
importance of personal responsibility.” 

He paid tribute to National 
entering the competitive 
ket in Hawaii, he said, it has shown that 
it means to do its part in community 
responsibility. He noted that its $3,000,- 


further that life 
thousand times 
rovides stabilty 


Life: in 
insurance mar- 


000 investment in Hawaii ee both 
mortgage loans and state bonds. He in- 
vited the company to join in the state’s 


progress in building tourism, industry, 


agriculture, roads, parks, home and fam- 


ilies. “We need you, as you need us 
Prosper with us, grow with us,” he 
stated, “and succeed with us.” 


Others on Program; 
Maple Syrup Breakfast, 


Hawaiian Luau Dinner 

Among other participants in the educa- 
tional conference in Honolulu of Nation- 
al Life of Vermont was Owen J. Rob- 


erts, Clearwater, Fla., representative of 
the Atlanta general agency, who saw 
courage, a reputation for service and 


showmanship as ingredients for success 
in his talk “Our Doubts are Traitors.” 

Others with roles in the 
included Vice President and Controller 
Robert M. Tracy; Renaldo N. Baggott, 
Seattle general agent and Bert J. Kim- 
ura, Honolulu general agent. Also as- 
sisting in the meetings were: 


conference 


Morton A. Laird, vice president and 
actuary, C. Andrew Herschel, secretary, 
Dr. Harry L. Colombo, medical director, 


and Arthur L. Kerin, director of selec- 
tion. 
Associate Counsel David F. Hoxie 


spoke on “The Application Is Important” 
and chaired lively and stimulating dis- 
cussions on deferred compensation, 
other business insurance and _ estate 
analysis. The last-named was treated 
earlier by a panel composed of agents 
Francis T. Fenn, Jr., CLU, Hartford, 
and Karl H. Schmidt, CLU, Akron rep- 
resentative of the Cleveland general 
agency, and Mr. Hoxie, with agency de- 
velopment director Kirtland J. Keve, 
>LU, as moderator. 

Events on the lighter side included the 
traditional maple breakfast, with Ver- 
mont maple syrup, pancakes and sau- 
sage. 


Drama on Estate Planning 


Performed By Home Office Talent 





Mrs. Richard H. Macy (played by Mrs. L. Douglas Meredith,) confers with her 
late husband’s partner, businessman Henry Gimble (agency superintendent Ward 
Phelps, CLU). Ready for his line is insurance consultant Francis T. Sellers (Fran- 


cis T. Fenn, Jr., CLU). 


“Spirited Conference,” a  two-scene 
drama on estate planning, was presented 
at National Life of Vermont’s agents’ 
educational conference in mid-August. 
Written and produced specifically for 
the meeting, it got a unanimous and 
tremendous hand. 

“Spirited Conference” dramatized its 
message—the value of adequately plan- 
ned and funded estate and business in- 
surance—with sincerity as well as verve. 

Author - director - producer - prop- 
erty boss-makeup man was H. Edsel 
Hughes, a National Life home office 
underwriter with varied little-theater ex- 
perience as an actor. 

Credit for the opus’ success was also 
due the National Life people turned 
thespians. Outstanding in an outstand- 
ing cast was Kirtland J. Keve, CLU, 
director of agency development who 
supplied many moments of comedy as 
the sarcastic shade of one Richard H. 
Macy, who had suddenly bereft busi- 
ness and family partners by exiting this 
life while playing golf. A halo, wings and 





a white robe, a cigar and a golf club 
added reality to the portrayal. 

Properly impressing and impressed 
with the values of business and estate 


insurance were the Widow Macy, played 
by Mrs. L. Douglas Meredith, wife of 
National Life’s executive vice president; 
Macy’s surviving business partner Henry 
Gimble, played by Ward Phelps, CLU, 
agency superintendent; David F. Foxy, 
their lawyer, played by Associate Coun- 
sel David F. Hoxie; their banker, Chase 
Bankhead, portrayed by Vice President 
and Actuary Morton A. Laird, and their 
insurance consultant, Francis T. Sellers, 





Hawaiian Insurance Commissioner 
Charles H. Silva was a special guest at 
the luau—the Hawaiian style fellowship 
dinner. 

A hostess committee of home office ex- 
ecutives’ wives directed conference ‘hos- 
pitality as well as a social program that 
included a reception and a coffee hour; 
first-time conference qualifiers and their 
wives were especially honored. Mrs. 
Davis and Mrs. Meredith were co-chair- 
ge of the committee, assisted by Mmes. 

Colombo, Hoxie, Kerin, Keve, Murray, 
Tracy and Welman, 


played by Francis T. Fenn, Jr., CLU, 
National Life agent at Hartford, Conn. 
Susan F. Hoxie, daughter of lawyer 


Hoxie, appeared as Foxy’s secretary. 


David Boardman 
(Continued from Page 3) 


of Mr. Boardman’s new method. He 
points out to the prospect these 12 fi- 
nancial needs: marriage; children; buy- 
ing a home; emergencies, ane as a serious 
illness, a family death or a new furnace; 
possibly more children; business oppor- 
tunity; children’s education; a daughter’s 
marriage; travel; retirement; death, and 
estate taxes. In all of these, he declared, 
money is needed quickly or sooner. And 
life insurance, he demonstrated, is the 
best way to supply it when it is required 
in any situation. 

He also gives the prospect a frank 
portrayal of the small initial value of 
life insurance, and will bring up the 
matter himself if the prospect does not. 

His explanation is that in the first 
year the new policyholder is very con- 
scious of the money being put aside. 
However, because it is a long-term sav- 
ings plan, once the policyholder gets 
over the first year or two, he tends to 
forget that it is money being saved until 


a real emergency or tremendous need 
arises, 
“Then,” Mr. Boardman tells the pros- 


pect, “the money is there for the real 
purpose for which you started to save.’ 

He explains to the prospect that the 
money put into life insurance in the 
first couple of years almost pays its cost for 
his lifetime; and the remaining payments 
are almost all savings, which is the real 
purpose of starting the plan. 

From then on if the prospect 
hesitates, Mr. Boardman tells 
faces four choices by waiting: he will 
pay more for the same amount of life 
insurance; he will get less for the same 
money; he may be rated and have to 
pay more because of health, and he may 
become uninsurable. 


still 
him he 


“I believe that success is ours but for 
the asking, the asking of sufficient peo- 
ple to protect themselves, their families 
and their business,” he said. 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





Penn Mutual opportunities go to Penn Mutual men, so 
it’s smart to think about a future with The Penn Mutual. Here you can get specialized training and education 
in all phases of life insurance selling... here you can select the field which appeals to you most—direct sales, sales 
supervision or General Agency work. Because The Penn Mutual knows the success of its underwriters is the success 


of the Company, your future is bright at The Penn Mutual. 


THE PENN MUTUAL LIFE INSURANCE COMPANY ttoceexccuce souare, paiavcrema 
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Asst. Group Manager 


Connecticut General Life has appointed 


two assist +. Group managers at its 
John Street, New York City, office. They 
are bert J. Butler and Lawrence J 
Higgins 

Mr. Butler, a graduate of Yale Uni- 
versity, joined Connecticut General in 
1957 and has been serving as assistant 


Group manager in Boston. Mr 
joined the company in 1958 and 
i t John Street ot- 





p representative. 
a graduate of St. Joseph’s College 
ee 








Life is 
Different 





California 
Life 


The climate is right 
for growth ina 
California Life 
GENERAL AGENCY 
of your own 


Write today to Byron Anderson, 
sales vice president, for full infor- 
mation about a general agency 
opening for you with California 
Life. Find out how this dynamic 
40-year-old company can make 
your lifework more rewarding. 
California Life-size commissions, 
liberal contracts. If you are seek- 
ing a general agency situation 
with maximum growth potential, 
California Life is the life for you. 
Write or wire Mr. Anderson today. 





CALIFORNIA LIFE 
INSURANCE CO. 


Dept. A, 4400 MacArthur Blvd. 
Oakland 19, California 


General agency opportunities now available 
in: Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 


onded by T. T 


GULF LIFE MERGER OFF 





Best Interests of Policyholders Would 
Not Be Served Board Decides; 
Sales Increased 15% 

M. S. Niehaus, president of Gulf Life 
f Jacksonville, announced that the com- 
board of voted at its 
quarterly meeting to terminate all con- 
sideration of the merger of Gulf Life and 
Life & Casualty 
“The audits 


pany’s directors 


of Tennessee. 
and studies of both com- 
completed 

companies 


been and the 


both 


panies have 


committees of met in 


session August 14,” Mr. Niehaus stated. 
“The basis of exchange of stock, one of 
the matters considered, could not be 


vgreed upon by the committees.” 
The Gulf Life board of directors, 
passed a resolution stating that the best 


sa heme of the policyholders and stock- 
Iders would not be served by a merger. 
The resolution was introduced by Loper 
B. Lowry, CLU, Tampa, and was sec- 
*, Phillips, Jr., a son of the 
of the company. 
board was told that during 
quarter new insurance 
15% and insurance in force in- 
to $1,395,000,000. Earnings dur- 
ing the first half of 1961 were $2,204,638, 
or 50% more than the $1,480,000 earned 
in the same per riod of last year. Ona per 
share basis, the first half figure for this 
year was 91 cents in contrast with 6] 
cents for the first six months of 1960. 


founder 
The 
sec ynd 
cre ised 
cre ised 


the 
sales in- 





Do SERVICES, INC. 


“Specializes in Insurance" 








AGTUARIES FEE PD......cccsccsssssssss00000 $12-25,000 
Ordinary, Group, Pension—many states. 
GENERAL AGENTS. ...............c-cc-cceeeeee $12-25,000 
Top Life spots for top Life execs. 

SUPT. OF AGENCIES........................ $ 15,000 
You'll relocate to Va. for top future. 

PENSION EXECUTIVE .................000-+-- $ 15,000 
Hvy technical with some client contact. 

A&H ADMINISTRATION .... 12,000 
You'll run this Midwest . 

LIFE UNDERWRITER ........................... 11,000 
5+- years solid Ord. for NYC HO. 

GROUP UNDERWRITER ..................... $ 10,000 
5+ years experience & relocate DC area. 

GROUP SALES & SERVICE ............ $ 


9,000 
Fee paid and you are moved to sunny Los 
Angeles. 
A&H CLAIMS EXAMINERS............ s 
Group or Individual ral bkgds OK. 


50 CHURCH STREET N NEW YORK 7, N. Y. 
WOrth 4-8410 


7,000 











HAMILTON LIFE RETAINS PIKE 
Engaged by N. Y. Company After Re- 
tiring From John Hancock as Actu- 
arial, Personal Health V.P. 


Alan F. Lydiard 
MORRIS PIKE 


Morris Pike has 
actuarial consultant 
of New York, it was announctd by Pres- 
ident John E. Kenny. 

Mr. Pike, an associate of the 
of Actuaries, the Casualty 
ciety, and a member of the New York 
State Bar recently retired from John 
Hancock where he had been vice presi- 
dent, actuarial and personal health, since 
1956, having started with the company 
in 1945 as associate actuary and becom- 
ing a second vice president in 1951. 


been retained as 
for Hamilton Life 


Society 
Actuarial So- 


Earlier he was with the New York 
State Insurance Department and had 
also been actuary for U nity Life and 


Accident Insurance Association of Syra- 
cuse, and was vice president and actuary 
of Union Labor Life. 

\ graduate of the College of the City 
of New York and St. John’s College 
School of Law, Brooklyn, Mr. Pike is 
also a member of Phi Beta Kappa and 
is the author of “America Insures Itself.” 


National Travelers Gain 
National Travelers Life, Des Moines, 
lowa, reported a 32% gain in written 


business for July, compared with July, 
1960. 





















~ Since 














LAA CONVENTION PROGRAM SET 





“Communications, the Variable Constant” 
Is Theme of Life Advertisers Ass'n 
Annual Meeting Sept. 21-22 
“Communications, the Variable ‘Con 
stant” is the theme of the 28th annual 
meeting of the Life Advertisers Associa- 
tion to be held September 21-22 at the 

Sheraton-Dallas Hotel in Dallas. 
A pre-convention 


seminar, “Contests, 


Campaigns and Conventions” has been 
announced for September 20, starting at 
9:00 am, Again this year, the LAA 
meeting will present an exhibit of out 
standing examples of advertising, public 


relations, sales promotion and other com 


munications materials from life insur 
ence companies throughout the United 
S‘ates and Canada. 
Richard L. Hindermann of Pan-Amer- 


ican Life is general chairman of the 
annual meeting. The program chairman 
is Robert A. Adams, Provident Mutual; 
arrangements: M. H. Josephson, South 

land Life; exhibits: Loflin E. Sanwond. 
Southwestern Life; Canadian exhibits: 
Alan S. Crawford, Excelsior Life; pro 
motion: Clarence E. Bishop, Jr., Protec- 
tive Life; registration: Charles W. Reep, 
Interstate Life and Accident; proceed- 
ings: Kenneth K. Wunsch, Northwest- 
ern National Life; and treasurer: Joe 


M. Locke, Gulf Life. 


UNITED EQUITY’S NEW PLAN 


Chicago Company Offering Policyholders 
Whole Life Protection Plus Two 
Types of Guaranteed Dividends 
United Equity Life of Chicago has 
announced a unique, new life insurance 
policy that gives the policyholder an in- 
vestment in the company along with his 

life insurance coverage. 
Jerome S. Garland, president, 
the “President’s E aaael on 


described 
Pien” as" 


first in the field,” offering whole life in- 
surance protection plus two types of 
guaranteed dividends, and in addition, a 


schedule of insured coupons that may be 
redeemed for cash, applied against pre- 
miums or accumulated at 344% interest, 
compounded. 

Mr. Garland said United Equity will 
limit its offer of the new policy to $100 
million in value, planning to write that 
amount within the next 18 months. He 
estimated some 7,500 Illinoisans will be 
eligible to participate. The new plan 
offers a special, participating whole life 
policy with these features: 

It may be fully paid up after 15 years, 
at rates comparable to those of a normal, 
20-pay life policy. 

It carries 20 guaranteed coupons, ma- 
turing in each of the first 20 years of 
the life of the policy to a value approx- 
imating 30% of the annual premium; 
these may be redeemed for cash an- 
nually, applied as a reduction of pre- 
mium or left to accumulate at 34%. If 
no coupons are surrendered, the policy 
may be converted to paid-up status after 
15 years, 

It guarantees annual dividend pay- 
ments from the surplus of the company’s 


participating insurance business; in addi- 
tion, United Equity will pay policy- 
holders annual dividends on its non- 


participating business—about 90% of 
the company’s volume. 

Mr. Garland emphasized that “the un- 
usual investment aspects of the Pres- 
ident’s Expansion Plan make it particu- 
larly attractive for children, as 2 means 
of protected savings and investment for 
their future education.” 

United Equity has specis ilized in insur- 
ance for persons with heart disease and 
also writes other types of ordinary life 
insurance, j 


COLE AGENCY SUPERVISOR 

Edgar P. Rosenberry, Jr. of Horsham, 
Pa. has been appointed supervisor of 
the Alfred H. Cole Agency, general agent 
for Berkshire Life in Philadelphia, 

Mr. Rosenberry entered the life in- 
surance business in 1959 as an agent with 
Prudential in Abington, Pa. 
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Home Office Changes 
In Manhattan Life 


COL. FARBER ASST. SECRETARY 
Army Background Includes Personnel 
And Administrative Fields; Shanley, 
Hefter, Nadler Appointments 





Four changes in The Manhattan Life’s 
ome Office staff have been announced 
hy President Thomas E. Lovejoy, Jr. 





Impact Photos Ins. 
COL. WILLIAM E. FARBER 
Shanley, Hefter, Nadler 


Colonel William E. Farber, U. S. Army 
(Ret.), has joined the company as man- 
ager of the premium reporting and com- 

nission paying department and as assist- 

ant secretary. Colonel Farber is retired 
after 20 years Army service. He has a 

oad background in personnel and admin- 
istrative work, having been special assistant 
to Deputy Chief of Staff/Comptroller & 
Program Coordinator in Japan. He has 
also served as chief, management and 

1alysis —— where he established 
the Command Management System per- 
‘ to performance and cost of each 






operation - command. 
Prior to that, he had been a budget 
analyst for the comptroller of the Army 


in the Pentagon, specializing in the Bal- 
listic Missile Research & Development 
Program. Colonel Farber has also served 
as executive officer in the Progress & 
Statistical Reporting Directorate. He 
has also been commanding officer of a 
field artillery battalion in Europe and 
assistant personnel officer for Fort 


Shanley, Hefter, Nadler 

Vincent T. Shanley has been appointed 
manager of the newly created electronic 
data processing files maintenance depart- 


ment. He brings to his new position a 
wide knowledge of home office proce- 
dures, having been with the company 
for over 35 years. 


: illiam Hefter, who joined The Man- 
hattan Life in 1955, was coe” man- 
- of the tabulating department. He 





Mutual Benefit Supervisors Conference 


Agency supervisors of The Mutual 
Benefit Life of Newark, are meeting in 
Chicago for their seventeenth 
conference. The meeting at the Congress 
Hotel began August 23 and will end 
August 31. 

“Developing 


annual 


the 
major theme of the conference. The pro- 
gram includes a series of panel and 
round-table discussions on all phases of 
the duties; recruiting, 
lection, supervision, 


Career Agents” is 


supervisor’s se- 


training, planning 
and money management, 

Charles H. Reach, 
company’s Newark 
H. Gaines of the 
demonstrated recruiting 
niques. 


supervisor in the 
agency, and William 
Los 


Angeles agency 


interview tech- 

Round-table moderators on recruiting 
and selection, and training and super- 
vision include members of the home of- 


fice staff and Stanley L. Auerbach, New 
York-Schmerge, and Leon Nanus, New 
York-Huber. 

Guest speakers are General Agents 
Kenneth R. Bentley, Danville; Gerald 


F. Griffin, Elgin; Stuart A. Monroe, 





Louisville Agency Managers 

Ralph J. Schulz has been named agen- 
cy manager of the Louisville agency of 
Bankers Life Co. 

Mr. Schulz joined Bankers Life in 
January, 1955, as a salesman in the Louis- 
ville agency. He resigned from the com- 
pany in 1957 to become division man- 
ager in Louisville for The Prudential, 
moved to take a position as Occidental’s 
underwriter in Louisville for the Home 
Louisville 


agency manager in and re- 
turns to Bankers Life from that posi- 
tion. He or iginally entered the life in- 


surance business in 1951 
Life. 


as a planner and 


A memer of local, state and national 
associations of life underwriters, Mr. 
Schulz is currently president of the 


Louisville Life Underwriters. 


GENERAL AMERICAN LEADER 
The Adam Rosenthal Agency, St. Louis, 
general agency for General American 


Life, led all other agencies in the amount 
of individual life insurance sold during 
June. 





was formerly senior tab operator and as- 

sistant manager of the department which 

he now heads. 
Herbert Nadler actuarial 


was named 


assistant. A member of the actuarial 
department since 1958, he has passed 
five parts of the examinations leading 


to a Fellowship in the Society of Actu- 
aries, in which his is now an Associate. 


Chicago-Monroe; Paul J. Quillin, CLU, 
Milwaukee; and John O. Wilson, Chi- 
cago-Wilson, who will discuss various 


areas of agency management. 

Second Vice President H. Douglas 
Palmer, assisted by Assistant Director 
of Agencies Thomas J. Munn and Di- 
rector of Training William F. McMurry, 
are conducting the conference, which will 
be concluded by a dinner on August 31. 

Other supervisors from the company’s 
nationwide field organization attending 
the conference are: Gary A. Albrecht, 
Detroit; M. Bruce Goshorn, San Fran- 
cisco; Frank G. Hooper, Denver; Wil- 
liam H. Klomp, Grand Rapids; James 
L. Lasher, Cincinnati; Murray Rudman, 
New York-Salinger & Wayne; and Rob- 
ert E. Stitt, Jr., Chicago-Wilson. 





CINCINNATI AGENCY MANAGER 

American United Life has appointed 
Emmett H. Crowe as agency manager 
in Cincinnati. A native of Lafayette, Ind. 
Mr. Crowe has been in the life insurance 
ten assistant 
manager and brokerage supervisor. 

He is a graduate of Notre Dame Uni- 


business years as agent, 


versity and is former assistant football 
and basketball coach at Xavier Uni- 
versity. 


SSSSSSSSSSSSSSSSSSSSS 
If at first you don't succeed 
TRY 


The Maurice Blond Agency 

The Hamilton Life Ins. Co. of New York 

15 Park Row, N. Y. C. 38 Worth 2-1280 
We're awfully sweet on diabetics! 


SSSSSSSSSSSSSSSSSSSSS 





likes challenges . 


its agents. 


Western Pennsylvania, 
President. 


2204 WALNUT STREET 


¢ All Forms of Life Insurance 





© Minimum Deposit Programs 


¢ Group Life—Accident and Health 





ERUS TRATED? 


An insurance representative with a limited variety of policies to sell is 
a frustrated and unhappy man. LACOP agents are always happy and 
well rewarded because they have more to sell to more prospects. LACOP 
. . and meets them by creating policies to suit a par- 
ticular situation. The result is an enviable record of past growth and 
the promise of continued growth in the future for the company and 


LACOP’S SENIOR WHOLE LIFE POLICY provides increasing benefits 
for senior citizens from 60 to 90 at reasonable rates. 
medical examination is required. Find out how this and other LACOP 
plans can substantially increase your earnings. 

view regarding fine opportunities in Maryland, 
write Sherman J. 


Life Assurance Company of Pennsylvania 


Sa) 


In many cases, no 


For a confidential inter- 
Florida, Louisiana and 
Edelman, Executive Vice 


PHILADELPHIA 3, PENNA. 


# Guaranteed Renewable—Accident 
é/ and Sickness 


© Hospitalization—Medical and Surgical 
© Franchise and Association Programs 











GROUP ACTUARY 
$15,000 


Fellow of Society is preferred by 
this large southern company. Ex- 
cellent opportunity to progress 
into top management role in a 
short time. 

#E-946 





GROUP UNDERWRITER 
$8,000 


Company located in the mid- 
Atlantic area needs a Group Life 
and A&H Underwriter with experi- 
ence in Contract Drafting. Future 
for young man. 


#E-947 





ASST. LIFE AGENCY DIR. 
$14,000 

This is an excellent chance for 
the man with a proven sales record. 
Will recruit and supervise General 
Agents for company based on the 
east coast, We feel this offers one 
of the best chances to advance 
with an aggressive and well known 


company. eueas 





LIFE AGENCY DIRECTOR 
$15,000 

For the experienced man who 
wants to progress with a new com- 
pany from the ground floor this 
affords him the chance. Located 
in the Rocky Mountain area. Re- 
cruiting experience is necessary. 


#E-949 





330 S. Wells St. 








Without any obligation, send for our brochure, "How We Operate." 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 64, Illinois 





A&H SALES MANAGER 
$11,000 
Fine, old midwestern company 
needs a man with solid A&H back- 
ground to situate in Home Office. 
Company has best of reputations 
and wants top caliber man. 


#E-950 





LIFE GENERAL AGENT 
$12,000 


Here is the position which will 
interest men wanting Florida. Es- 
tablished company. 

#E-951 
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KAI I. GULVE PROMOTED 
Given Supervisory Post in Beardslee 
Agency of Lincoln National Under 
Management Development Program 
Kai I. Gulve 
supervisory post in 


has been appointed to a 
the W. R. 
National 
according to an 
William R. 
agent. Mr. 


Beardslee 
Agency, of Lincoln Life in 
Montclair, N. J., 
nouncement by 


CLU, 


an- 
Beardslee, 


general Gulve’s ap- 





CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—132% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 


Term policies—30% & 955 vested. 
OX 7-2950 











pointment is under the company’s man- 


agement development program. 

A native of Sweden, Mr. Gulve came 
to this country after World War II and 
entered life 


insurance as an agent in 


1952. A year later, he joined Lincoln 
Life and the Beardslee agency. Since 
that time his experience has included 


agency management responsibilities in 
addition to personal production. Mr. 
Gulve has completed all parts of the 
LUTC training program and served as 
an instructor of the LUTC accident and 
sickness course in 1958. 
Active in insurance and 
Mr. Gulve is a member of the Newark 
Life Underwriters Association, the Es- 
tate Planning ‘Council of Northern New 
Jersey, and the Newark General Agents 
and (Managers Association. In addition, 
he is chairman of the special projects 
committee of the Mid-Atlantic Pilots 
Association, and a past president of the 
Essex Junior Chamber of Commerce. 


civic affairs, 


CRAFTSMAN LIFE DIVIDEND 

Directors of Craftsman Life, Boston, 
declared the regular quarterly dividend 
of ten cents a share on the common 
stock, payable September 29 to stock- 
holders of record September 22. 

















Joseph E. Boetiner, C.L.U., President 





The Declaration of Independence 
in Philadelphia, he wasn’t thinking of 


He was thinking of Freedom and 


In 1961, to many clients of the 
Philadelphia Life Insurance Company, 


the VIP (Very Important Policy). 
The VIP, ($25,000 minimum), 
is designed to guarantee that 


Which is still the greatest of 


Philadelphia Li ife 


INSURANGE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


In 1776, when 
Thomas Jefferson signed 





“NET COST”. 


Independence. 





I ndependence means 


American watchwords: 
Freedom from want. 


James H. Burdick, Agency Vice-President 




















Washington National Celebrates 
50th Year With Gala Convention 


Attainment of two billion dollars worth of life insurance in force was the news 
that sparked the opening day of Washington National’s recent Golden Anniversary 


Convention at the Conrad Hilton, ‘Chicago. 


It was only seven years ago the com- 


pany reached the one-billion dollar mark. The convention, attended by 1,600 dele- 


gates, 


Another “first” also made the con- 
before have 
their 


company’s 


vention noteworthy; 
field 


from all 


never 
underwriters and 
three of the 


nationwide field forces: 


qualifying 
wives 
General ‘agency, 
district agency and group agency, and 
home office executives who work 


attendance 


those 


closely with them, been in 
at the same gathering. 

three-day enabled 
those present to attend both joint busi- 
ness selling-seminars, and 


sessions and seminars keyed to the par- 


The convention 


sessions and 


ticular aspects of the separate field 
forces. 
Plans Took Three Years 
Plans and arrangements for the giant 


convention, high-point in marking the 
company’s 50th anniversary, have been 
underway for almost three years. Gen- 
eral chairman of the committees respon- 
sible for these plans and arrangements 
was Frank: C. Elston, director of sales 
promotion and publications at Washing- 
ton National. 

The first day opened with registration 
and a luncheon. In the afternoon all 
delegates and their wives met in the 
Grand Ballroom of the Conrad Hilton 


for a general session at which Vice Pres- 
Kendall presided. 

invocation by 
Westerberg, 


ident i. H. 
After an 
Wesley M. 


the Reverend 
President of 








FIRST YEAR 
COMMISSIONS | 


on 
United States Life's 
versatile Mortgage 
Protection Plan | 
Increased to 


, 355% | 











WHITE & 
WINSTON 


INC 


The UNITED STATES LIFE 
INSURANCE CO 





was the largest in the fifty-year history of the company. 


Kendall College, Evanston, the delegates 
were welcomed to Illinois by the Honor- 
able Joseph F. Gerber, Director of In- 
surance for Illinois and by G. Kendall 
Hooton, Chief Examiner of the Illinois 
Insurance Department. 


W. Lee Shield, executive vice presi- 
dent, American Life Convention, bid 
them a brief welcome to the City of 
Chicago; the manager of the Conrad 
Hilton welcomed them to the hotel; and 
William North, president of the National 
Association of Life Underwriters, ex- 
tended his greetings on behalf of the 
NALU. 


“Mr. G. R.” Introduced 


Following a moment of silence honoring 
the memory of the late Harry R, Ken- 
dall, co-founder, with George R. Ken- 
dall of the W ashington National, Ray- 
mond J. Wetterlund company chairman, 
spoke on “Our Golden Past—The Pre- 
lude” and introduced the beloved co- 
founder of the company: George R. 
ee nny known as “Mr. 
- RR” 

As he stepped forward on the speakers 
rostrum, a wave of mutual sentiment and 
pride swept over the audience—for most 
present were aware of the remarkable 
career of this tall Kentuckian, who, “on 
a shoe string” founded the company 50 
years ago and has led it to its present 
enviable position of soundness and size 
in the insurance industry. 

Seated near Mr. Kendall on the speak- 
ers stand as he welcomed the delegates 
was Mrs. Kendall, and both were given a 
standing ovation by their audience. 

Vice President Theo Heckel, 
the Group Department; Vice President 
R. W. Friedner, head of the district 
agency; and second vice president R. J. 
Mueller, head of general agency, ad- 
dressed the audience, and welcomed the 
field underwriters under their particular 
provinces. Speaking for “Women in the 
World of Insurance” was Betty Berg- 
mann, a successful underwriter in the 
general agency field. 

Wives of delegates, though they had 
more free time to see the sights and to 
shop, were invited to all of the sessions. 
They were also feted at a special recep- 
tion preceding the banquet Thursday 
evening, each receiving an orchid cor- 
Sage. 

The banquet on Thursday, was the 

social high point of the gathering. Del- 
egates and their wives filled the Grand 
Ballroom and a gala evening of enter- 
tainment followed the dinner. Featured 
performers were Bob Crosby, master of 
ceremonies for the evening; the Birk 
Twins, Alan King, Anita Bryant, and 
Tex Beneke and his Orchestra—all noted 
performers on the TV and _ nightclub 
circuit. 
_ The closing session featured a show- 
ing of the film “Operation Abolition,” 
and an address by the Reverend Bob 
Richards entitled “The Rome Story.” 
Reverend Richards, two-time Olympic 
gold medal winner, ordained minister, 
and television personality, concluded the 
convention on an inspirational note, 


head of 


JOINS OCCIDENTAL OF CAL. 

Occidental Life of California has named 
Rich: ard N. Haywood as brokerage man- 
ager in its Springfield, Mass., branch 
office, according to Earl Clark, CLU, vice 
president in chz irge of agencies. 

Mr. Haywood joins Occidental after 
four years as brokerage manager for 
Guardian Life, followed by a year and a 
half as gener ral agent for Security Mu- 
tual, both in Springfield. 
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Expansion Program of 
Seaboard of America 


ENTERS MORE EAST STATES 


Miami-based Co. Plans to Acquire Other 
Carriers; Adds Health 


Insurance 





Seaboard Life Insurance Co. of Amer- 
ica, whose head office is in Miami, Flor- 
ida, has $100 million of insurance on 
the books after less than six years of op- 
peration. Samuel Kosman, its president, 
is a former Deputy of the New York 
State Insurance Department. 
pany’s premium income for first six 
months of this year was $1,241,000. At 
present it is doing business in 18 states. 
Some of them recently entered are in the 
East. The number of Seaboard agents 
is about 1,000 

In 1959 it entered the health insurance 
field. For the first half of 1961 its pre- 
mium income in that division had 
totaled $762,000. Its combined assets are 
$4,257,787. 

President Kosman said at a press con- 
ference that the company has. taken 
initial steps in a planned acquisition pro- 

ram of other insurance companies. 
“Within a month, we expect to complete 
the purchase of the Maine Indemnity 
Co.,” he said. “Negotiations for the pur- 
chase of two additional insurance com- 
panies are now under way.” 


The com- 


The Seaboard Life commenced _ busi- 
ness in December, 1955. On October, 
1958 the Preferred Life of America, 
Wilmington, Del., was merged with the 
company through an exchange of stock. 
On November 29, 1960 Mr. Kosman was 
elected chairman and president. He had 
previously been chief executive officer 
t ‘Preferred Life. Joseph A. Mayo, ex- 
ecutive vice president was formerly re- 
gional Group executive for Mutual of 
Omaha companies. 

Eastern states in which the Seaboard 
is entered include Connecticut, Massa- 
chusetts and Maine. 


UNIV. NAT’L CONSOLIDATION 
With Security American Life; Licensed 
In 25 States; Marshall Scott 
Heads; Other Officers 


Articles of consolidation have been 
recorded, establishing the University Na- 
tional Life Insurance Co., a Tennessee 
corporation, it has been announced by 
Marshall P. Scott, president. 

This action completes the consolida- 
tion of two former companies prominent 
in their areas—Security American Life of 
Tennessee and the University National 
Life, Norman, Oklahoma. Prior approval 
by the boards of directors and stock- 
holders of the two companies preceded 
the final action consolidating the two 
firms into the Tennessee corporation. 

Through the consolidation, the single 
company has approximately $80 million 
of insurance in force and will be licensed 
to operate in 25 states, 

Home office of the company is in 
Memphis. Former office of University 
National in Norman will be used as a 
regional administrative office. In addi- 
tion to Mr. Scott, other officers are John 
R. C. Elder, Memphis, vice president; 
\lbert M. Scruggs, Memphis, vice pres- 
ident; Clifford C. Thomas, Stillwater, 
Oklahoma, vice president and John 
Costen, Memphis, secretary, Wayne 
Wallace, former president of University 
National, is chairman of the board. 


MONY APPOINTS SCHWARZER 

Edward Schwarzer has been appointed 
brokerage supervisor of Mutual Of New 
York’s Oberheim Agency at 41 East 
42nd Street, New York City. 

Mr. Schwarzer, 27, a graduate of New 
York University, has been in the life 
insurance business since 1959 as an agent 
for Guardian Life. 


Group Pension Manager 


Connecticut General Life has ap- 
pointed Arthur C. Schilling district 
Group pension manager in Buffalo. He 
will direct the planning, sale and ad- 
ministration of employe retirement pro- 
grams for all types of business and in- 
dustrial firms. 

Mr. Schilling joined Connecticut Gen- 
eral in 1957 and has been serving in 
Chics ago as a Group pension representa- 
tive since 1958. He is a graduate of the 
State University of New York Teachers 
College at Oswego. 
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L. A. District Manager 


Charles E. Probst, vice president, 
Group division, Provident Mutual Life, 
has announced the appointment of Jack- 
son R. Eddy as district manager of the 
company’s Los Angeles Regional Group 
office. 

Mr. Eddy, a graduate of the University 
of Arizona, joined Provident Mutual in 
1958 as a home office representative in 
Los Angeles. He has been named the 


company’s Group Man of the Month for 
July, marking the third time in his career 
that he has been so honored because of 
his national leadership in Group sales. 





Group Representative 

Daniel H. Blumberg has been named 
a Group representative in the San Fran- 
cisco district Group office of General 
American Life. He will be associated 
with District Group (Manager Harold A. 
Doder. 

Mr. Blumberg received his undergrad- 
uate degree from Rutgers University 
and took graduate work at the New 
York University School of Business Ad- 
ministration. He served in the Navy 
from 1953 to 1957. Since 1958 he thas 
been in Group sales activities for Con- 
necticut General Life. 


HALLMARK 


MASTER CRAFT 


SMAN 





... the key earned and pridefully 
worn by the Chartered Life Under- 


writer. 


The Equitable Life of Iowa 
heartily supports this professional 
training program. The value of the 
attainment of this goal by the ca- 
reer man cannot be overestimated. 
It insures the completeness of his 
service to his clients and his value 
to his company. 
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Some Aspects About Insurance 
In Western Germany 


In his talk before the Texas Legal Re- 
serve Offices Association convention earlter 
this month in Houston, Dr. Carl A. von 
Thaden, director of medical underwriting, 
Munich American Reassurance Co., At- 
lanta, gave the following facts about life 
insurance in Western Germany today: 


like to 


facts about Germany itself, for a better 


I would relate to you some 


understanding of the figures which I 


shall quote later on. 
Since the end of World War II, Ger- 


many is divided into the Eastern part, 


which is under Russian influence, and 
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! Sub-standard Cases 
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{Your sub-standard case may be eligible J 
to get insurance with his entire premi- : 
um earning cash values and dividends! 

I Get the facts on our “years-to-age rat- i 
ings”—now available—to help you offer J 
a hard-to-ignore extra selling (and i 

_Service) value to your rated cases. i 
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Specific informa- 
tion and illustra- 
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backed by the b 
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line companies in 
the world. 1 
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Consulting Actuaries 
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O’TOOLE ASSOCIATES 
Incorporated 
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Insurance Companies 
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220-02 Hempstecd Avenue 
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the Federal Republic of Germany, which 
means the Western part of this country. 
I am referring only to the latter one in 
this report. 

Like the U.S.A., Germany's govern- 
ment is based on the federal principle. 
Western Germany has an area of about 
100,000 square miles; Texas is more than 
two and a half times larger, but West- 
ern Germany has more than five times 
the population of Texas. The Federal 
Republic, including Berlin, has a popu- 
lation of almost 50 million. Refugees 
from the East make up about 20% of 
this figure. The majority of the people 
or 55% are Lutheran, 40% are Catholics. 
35% of Western Germany is agricultural 
land used for farming. About 25% of 
the country is forest land 

Because of its central location in 
Europe, Germany has always had a sig- 
nificant political rank in history. The 
borderlines touch the nine 
States: Denmark, Eastern 
Czechoslovakia, Austria, Switzerland, 
France, Belgium, Luxemburg and Neth- 
erlands. The north-west part of Ger- 


following 
Germany, 


many is our gateway to the North Sea 
and is important for our export trade 
which, next to the U.S.A., ranks second 
in world exports. 


Many Similarities in Systems 


There are considerably more similari- 
ties than differences in our insurance 
systems. In the U.S.A. and Europe life 
insurance thas been developed without 
significant contacts in the past. Life in- 
surance in Germany was seriously af- 
fected by the consequences of World 
War II, in particular by almost total 
inflation, by the subsequent currency 
reform and by the loss of an important 
market owing to the partition of Ger- 
many. In 1919 the total business in force 
of the approximately 90 Germany life 
insurance companies existing at that 
time had decreased to DM 14.5 billion. 
During the past 12 years the business in 
force quadrupled and has now reached 
more than DM 65 billion. 

Industrial life insurance accounts for 
25% of the new business. Excluding in- 
dustrial life insurance, Ordinary life 
business makes up about 00% of the 
total business, of which 15% is Group 
insurance. In Germany approximately 
80% of the total business consists of 
endowment plans maturing at age 65. 


Savings Advantages Stressed 


In the United States the importance 
of the family protection is emphasized 
while in Germany overall advertising 
points out the savings advantages. A 
highly developed system of dividends to 
policyholders has proved an_ incentive 
for the public to buy life insurance. Such 
dividends are granted to policyholders 
by all companies not only mutual com- 





experience. 


York 38, N. Y. 


MANAGER OF TRAINING 


Large eastern mutual company has an opening for Manager of 
Training. Successful background in ordinary sales, plus supervision 
or home office work essential, Starting salary commensurate with 
Our own staff knows about this advertisement and 
replies will be held in strict confidence. Write, enclosing complete 
resume: Box 2935, The Eastern Underwriter, 93 Nassau Street, New 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 
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Serving the Public 


Agency Opportuntties 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 








panies, but also joint stock companies. 
On the basis of the current trate divi- 
dends may amount to more than 50% 
of the face amount. 

In addition, life insurance is made 
more attractive by the possibility of sav- 
ing income taxes. The premiums paid 
on life insurance policies with a policy 
period of at least seven years, may be 
deducted from the taxable income up 
to an amount of DM 1,100 for husband 
gees each and DM 500 for each 
child. 


The tax-saving advantage is a great 
incentive for the policyholder to obtain 
life insurance. And there is another 
reason responsible for a good part of our 
business: All employes and _ self-em- 
ployed persons with a yearly income of 
up to DM 9,600 are obliged to be a mem- 
ber of the Germany Social Security. Ex- 
ceeding this income, the individual can 
select to stay under Social Security or 
else take a corresponding amount of life 
insurance. 


Although we have this advantageous 
situation in Germany, you can be very 
proud on the other hand of the immense 
volume of the life insurance business in 
the United States. An international re- 
view of the average insurance amount 
per person of the population shows that 
the U.S.A. is leading in the world with 
almost $4,000 per capita, while Ger- 
many places 12th with about $200. 


More Part-Time Agents 


The field organization of the German 
companies differs from the American 
system in that they have a considerably 
greater number of part-time agents than 
full-time agents, the latter presently 
numbering approximately 50,000. Full- 
time agents as well as part-time agents 
are not restricted in their activity to 
life business but solicit also various non- 
life classes (fire, casualty, etc.) because 
most of the German companies are 
affiliated with non-life companies. Every 
company trains its own agents, making 
them familiar with simple as well as 
with more refined selling methods. 

In Germany the commission system 
differs substantially from that in other 
countries, particularly the United States. 
An initial commission is paid on the 
first-year premium, and is computed per 
thousand of the insurance amount, but 
there are no renewal commissions in the 
following years. 


Medical Underwriting in Germany 


With only a few exceptions, for ex- 
ample Industrial life, all substandard 
cases are rated by medical directors. 
Therefore, we have only an individual- 
ized rating system in life insurance, 
which is generally more liberal than the 
purely numerical system. More than 70% 
of all new Ordinary life business is 
issued on a non-medical basis. This 
makes approximately 50% of the total 
new business regarding the insurance 
amount. Of all substandard cases, not 
including Industrial life insurance, of 
course, about 30% is issued without any 
medical examination. Especially for in- 
surance without medical examination we 
make use of 17 special questionnaires to 
be completed by the applicant. The 
questionnaires are similar to your com- 
monly used Diabetic Questionnaire. For 
insurance without medical examination 
we make assessments only on the basis 
of the applicant’s statement about his 
health and previous diseases, attending 
physician’s reports and/or reports from 
hospitals. 





Nevada Ass’n Elects 


New officers of Northern Nevada As- 
sociation of Life Underwriters are 
Thomas G. Snyder, Mutual Of New 
York, 1961-1962 president; William Wal- 
lace, New York Life, vice president; 
Elda A. Stovall of Pacific Mutual, sec- 
retary-treasurer. 

Bert Acrea, Mutual of Omaha, will 


continue as state national committeeman 
with Dexter Guio, Guardian Life, as na- 
tional committeeman for 
Nevada group. 


the northern 
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Liss Wins Presidency 
Of N. Y. Life’s Top Club 


COPS HIGHEST SALES HONOR 
Paid for 108 Cases for $6.3 Million; 
Other Two Top Club Offices Go 
To Triplett and Feldman 





Stanley Liss, CLU, of Woodmere, L. L., 
\N. Y., has won the presidency of New 
York Life’s 1961 Top Club — highest 
sales honor attainable by a member of 


the company’s 6,000-man field force— 
according to Raymond C. Johnson, vice 


president in charge of marketing. 





STANLEY LISS 


The other two national Top Club 
iffices—determined on the basis of first- 
year commissions rather than volume of 
sales—went to Raymond F. Triplett, 
CLU, of San Jose, Calif., national vice 
president of the Top Club, and Ben 
Feldman, CLU, of East Liverpool, Ohio, 
chairman of the club’s advisory board of 
directors for the fifth consecutive year. 

Mr. Liss paid for 108 cases for $6.3 
million to earn the Top Club presidency. 
\ graduate of James Madison High 
School in Brooklyn and Ohio University, 
where his major was advertising and 
marketing, he joined New York Life in 
1948. The 40-year-old Top Club presi- 
dent has ranked consistently among the 
company’s leading producers and is a 
life and qualifying member of the Mil- 
lion Dollar Round Table. 

Mr. Liss served three years in the 
Navy during World War II as a blimp 
pilot assigned to rescue work and convoy 
escort along the South American coast. 
He holds the CLU designation and is a 
director of the Life Underwriters Asso- 
ciation of the City of New York. 

Raymond F. Triplett, who also was 
national vice president of the 1959 Top 
Club, joined New York Life in 1952 after 
a successful early selling career with a 
manufacturer of paper and building ma- 
terials, He has been a consistent sales 
leader with the company and is a life and 
qualifying member of the Million Dol- 
lar Round Table. 

Ben Feldman, leader New York 
Life’s field force in recent years, was 
president of the Top Club in 1955 and 
therefore cannot become president again. 
He has paid for well over $100 million of 
insurance since winning the Top Club 
presidency. Mr. Feldman joined New 
York Life 1942, 


of 


in 


Detroit Women Chairmen 


Freda M. Cronkright, newly elected 
president of the Women’s Group, Detroit 
Life Underwriters Association, has ap- 
pointed the following committee chair- 
men: 

Program—Rena Kanter, National Life 
of Vermont; membership—Helen V. Mc- 
Coy, Sate Mutual Life; publicity—Judy 
Krome, State Mutual Life; budget and 
finance—Margaret McEvoy, Manhattan 
Life; by-laws—M. Patricia Ryan, CLU, 
Equitable Society; project—Vera M. 
Beck, Dominion Life; hospitality and at- 
en cela June Noye, Fidelity Mu- 
tual, 


On Finance Committee 
William 


chairman of the newly-organized finance 


Frost has been appointed 


committee of the Life Assurance Co. of 
Pennsylvania, it was announced by Sher- 
man J. Edelman, executive vice president 
of the company, Mr. Frost is president 
of A. W. and W. M. Watson Company, 
Newtown, Bucks County, Pennsylvania, 
lumber company. He is also a director 
of the Frost Lumber Company and sec- 
retary and a director of the Frost In- 
vestment Fund. 


Joins Ga. International Life 


William E. Luchte has been appointed 
district general agent for Georgia Inter- 
at Walla Walla, Wash. 

Mr. Luchte received an A.B. degree in 
3usiness Administration from Gonzaga 
University, Spokane. He has been with 
Penn Mutual Life since 1941, first as 
agent and later as district manager, and 
has been a million-dollar producer for a 
number of years. He is past president 
of the Life Underwriters Association in 


Walla Walla. 


national Life 


St. Louis Agency Mgr. 
Harold H. 
named manager of the St. 
Pacific Mutual Life. 
After six years as an agent Mr. Mack- 
enhausen joined Pacific Mutual in 1958, 
becoming a supervisor in the San Fran- 
agency. In 1959 he was named as- 
sistant manager of the Oakland office. 
He is a native of St. Paul and a 1950 
graduate of the University of Minnesota. 
He received his bachelor’s degree in po- 
litical science. 


been 
Louis agency 


Mackenhausen has 


of 


cisco 


LOW COST - HIGH CASH VALUE PLANS 


PAR or NON-PAR 


- Ydeal for. MINIMUM DEPOSIT - SPLIT DOLLAR 
and any form of Business Insurance . 











PARTICIPATING NON-PARTICIPATING 
WHOLE LIFE REDUCING PREMIUM PLAN 1 YEAR MODIFIED WHOLE LIFE 
$25,000 MINIMUM $25,000 





5TH DIVIDEND OPTION 


LEVEL DEATH BENEFIT 
AVAILABLE WITH 


ANNUAL RENEWABLE TERM RIDER 





WEB) 0016 0 0K 


$12.03 $16.61, 


rates which are not guaranteed. 


Based on current dividend scale and one year term 


diet 20 YEAR 
$23.71 AVERAGE ANNUAL WOME oétw6e Men eneened tr 
NET COST PER $1,000* $12.93 $18.12 $25.79 


(Based on $100,000 Policy) 





Guaranteed Policy Loan Interest Rates, graded by size (as low as 32%) 


All benefit and term riders are available 





Ist Year: 45% plus 
9 Renewals at 5% each 


Vested 
Commissions 


Ist Year: 50% plus 
9 Renewals at 10% each 





LIFETIME 





SERVICE FEES 








LIFETIME 








LILLIAN F. DOUGLASS AGENCY 
11 W. 42nd Street 
New York 36, New York 
BRyant 9-3214 


*Based on Gross Interest Payments, before any tax credit. 


e ° : : : 
Cttizens Life INSURANCE COMPANY of NEW YORK 


For further information on this and other “‘New For '61”’ plans, 
contact any of these General Agents in the Metropolitan area: 


NEW YORK CITY 


DANIEL COHEN AGENCY 
15 E. 40th Street 
New York, New York 
MUrray Hill 5-8626 


Suffolk County—SAyville 4-2424 


ARTHUR ROSENBERG AGENCY 
7309 Third Avenue 
Brooklyn 9, New York 
TErrace 6-5000 


SAMUEL GORE AGENCY 


West Hempstead, New York 
IVanhoe 9-6268 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanuet, New York 
NAnvet 3-3911 


BROOKLYN 


KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn, New York 
Ulster 8-7100 


LONG ISLAND 


47 Broadway 


SASSOON E. KASHI 
116 Nassau Street 
New York 38, New York 
BArclay 7-3568 


R. M. TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 


MARSHALL A. RUBENSTEIN 
85 North Broadway 
Hicksville, New York 

OVerbrook 1-4540 


NEW JERSEY AND ROCKLAND COUNTY 


New York City—YUkon 6-8225 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 
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American Bankers Gain 

American Bankers Life, Miami, Ordin- 
ary paid for in July totaled $2,298,000, an 
increase of 26.5% over the same month 
of last 
months of 
$16,102,000—up 
10d of 1960 

Total insurance in 
of July for the 
000, a gain ot 
of the vear 


During the first 
1961 paid 


22.7% over 


yea seven 
production 


the same per- 


was 


force at the end 
company was $467,568,- 
$90,086,000 since the first 


Seay Elected President of 
Universal Life & Accident 


William H. Seay, has been elected 
president of Universal Life & Accident 
of Dallas, Julius Schepps, Universal 
chairman announced. Mr. Seay succeeds 
Harry Broadnax president, since 1943, 
who assumed the post of chairman of the 


executive and finance committee. Mr. 
Seay also was elected a ‘director and 
member of the executive and finance 


committee. 


Mr. Seay joined the company in 1957 





not essential. 


perience. 


held in strict confidence. 


LIFE DEPARTMENT MANAGER 
DOWNTOWN NEW YORK 
Well established GENERAL INSURANCE FIRM has recently con- 
tracted to act as representatives for a NATIONALLY KNOWN LIFE 
INSURANCE COMPANY. Management background helpful, though 


Salary $12,000 to $15,000, based on previous earnings and ex- 
Write, enclosing complete resume: Box 2936, The Eastern 
Underwriter, 93 Nassau Street, New York 38, New York. All replies 
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Is Your Client’s Security 
Being Imprisoned? 
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as manager of investments, was elected 
vice president in 1958 and has served 
as executive vice president since March 
of this year. 

Founded in 1927 Universal Life & Ac- 
cident presently has in excess of $95,- 
000,000 of insurance in force and assets 
in excess of $18,000,000 


FEDERAL LIFE MANAGER 

Federal Life of Chicago recently an- 
nounced the appointment of Lee K. 
Brady as manager of its northwest Chi- 
cago office. 

Mr. Brady previously 
agency for the North 
and Accident Insurance Company. He 
received his Bachelor of Arts Degree 
from Harding College, Arkansas and 
has worked as a teacher in the Chicago 
School System. He is a Naval veteran 


of World War II. 


UNITED SECURITY GAINS 


managed an 
American Life 


Paid for production of United Sec- 
urity Life, Des Moines, showed an in- 
crease of 180% for July compared with 


July 1960 according to an announcement 
made by Ray L. Smith, agency vice 
president, This is the largest gain for 
one month in the history of the company. 


ANNUUM 











Are the BARS of old-fashioned company underwriting stopping your 
clients from getting life insurance because their previous or current 
medical history is poor? The marvelous advances in medical science, 
combined with the wonders of new actuarial research, have brought 


lower cost life insurance to previously rejected or rated men and women. 


We represent America’s exclusive insurers of substandard risks life 
insurance, which provide mortality up to 2,000%. To alert agents and 
brokers this means a specialization that will produce more commissions 
and substantial premium savings for your policyholders. Best of all, we 


guarantce that regardless of what rated offer you may receive from other 








companies, we will underwrite the same policy at two tables less. 








We invite agents in ALL states, in fact, urge you, to inquire about 


our substandard facilities 


NO MINIMUM SIZE POLICY REQUIRED 





Alfred E. Smith O’Neill Company, Inc. 


7228 Whitaker Avenue, Philadelphia 11, Penna. 
Telephone: RAndolph 5-5100 (Phila. Area Code—215) 


00 0 





Vice President and Actuary, 
American Nat’l, Galveston 





WILLIAM K. 


NICOL 


Election of William K. Nicol F.S.A. as 
vice president and actuary of American 
National of Galveston was announced by 
W. L. Vogler, president. 

Mr. Nicol, a graduate of University of 
Toronto, qualified for the degree of 
Associate in the Society of Actuaries in 
1950 and earned the degree of Fellow in 
1954. 

Before joining American National Mr. 
Nicol was with the Equitable Insurance 
Company of ‘Canada, Teachers Insurance 
and Annuity Association of America and 
was actuary of the Commonwealth Life 
of Kentucky. 


Asst. Supt. of Agencies 

John M. Bergin has joined the John 
Hancock as assistant superintendent of 
agencies in the general agency depart- 
ment, Vice President George Vinson- 
haler has announced. 

Following graduation 
School of Finance, Mr. Bergin was as- 
sociated with I.B.M. He entered life in- 
surance in 1953, subsequently serving as 
agent, agency instructor, and assistant 
manager in Philadelphia and Delaware. 
He was most recently associated with 
the Life Insurance Co. of North America 
as general manager in Miami. 

Mr. Bergin has completed his Chart- 
ered Life Underwriter examination re- 
quirements and will receive his designa- 
tion in September. 


from Wharton 


Endorsed For Trustee 

he Pennsylvania Association of Life 
Underwriters and the Allentown, Pa., 
Association of Life Underwriters have 
sponsored the candidacy of David C. 
3owman, Fidelity Mutual Life, Allen- 
town for election to the board of trustees 
of NALU at the annual meeting in 


Denver. : 
Mr. Bowman has served in all offices 
of his local association and has been 


active in the Pennsylvania Association 
which he served as president in 1957-58. 


Oklahoma City Supervisor 
For Pacific Mutual Life 


Charles E. Weber, Jr., has been pro- 
moted to supervisor of Pacific Mutual 
Life’s agency in Oklahoma City, it was 
announced by Joseph F, Tudor, CLU, 
agency vice president. 

Mr. Weber, who joined Pacific Mutual 
in 1959 as an assistant supervisor, will 
now take particular responsibility for 
the training of new agents. 

He takes up his new post after com- 
pleting an intensive three-week manage- 
ment training seminar in Los Angeles. 

A member of the Junior Chamber of 
Commerce, Mr. Weber is a 1958 eco- 
nomics graduate of Southern Methodist 
University and is also an alumnus of the 
SMU Law School. 
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To Buy Empire State Building 

The Prudential plans to be owner of 
the Empire State Building, tallest build- 
ing in the world and standing at South- 
west corner of Fifth Avenue and Thirty- 
Fourth Street, New York City. The Pru- 
dential has owned for sometime the land 
on which the building is located. 

The Prudential will buy the building 
from a group, headed by Lawrence Wien, 
which purchased the building recently. 
It will then be leased back to the Wien 
syndicate. 


New York Life Passes 
$25 Billion in Force 


The sale of three $1 million business 
insurance policies helped push New York 
Life’s insurance in force over the $25 
bi — mark. The three policies were pur- 

hased by Nautec sarees for three 
of its key executives. Sale was made 
by Stanley Liss, Woodmere, N. Y., new 
president of the company’s Top Club. 

Of New York Life’s $25 billion in force, 
$21.2 billion represents Ordinary insur- 
ance and $3.8 billion Group insurance, a 
field which the company entered 10 years 


ago. 


Curry Named at Oakland 
For Paul Revere Life 


Kenneth P. Curry has been named 
general agent at Oakland, Calif., for 
Paul Revere Life. For the past year and 
a half he has been a regional training 
supervisor in the company’s six-state 
Western sales region. 

Mr. Curry served the company as an 
agent in Seattle prior to accepting his 
training post. He was educated at AIl- 
bany College and Northwestern School 
of Commerce. He will also represent 


The Massachusetts (Protective Associa- 
tion, Inc., parent company of the Paul 
Revere, as Oakland general agent. 


Hartford Assn. Officers 


New president of Hartford Life Un- 
derwriters Association is Donald W. 
Heatherington, Manufacturers Life. 
Other officers: first vice presidents Harry 
C. Bush, CLU, National Life of Ver- 
mont and W. Ray Hutch, Aetna Life; 
second vice presidents Norton’ Glass, 
Jones-Mulvihill agency; and David P. 
Rosen, CLU, Underwriters Service 
agency, Inc.; secretary, Harold A. Carter, 
Jr, Connecticut Mutual; national com- 
mitteeman, Howard Smyth, general 
agent, National of Vermont; and assist- 
ant secretary and treasurer, George 
Wray, Life Insurance Agency Manage- 
ment Association. 


Equitable Moves 


(Continued from Page 1) 


Administration Participants 

Detailed advanced planning is what 
enables an operation of the size of the 
Equitable move to go off without a hitch. 
More than 25 meetings have been held 
during the past two years. Participating 
in the planning sessions have been Equi- 
table executives from the division of 
home office administration, including 
Vice President George P. Chave, Man- 


ager Arthur Bajart, chairman of the 
moving committee, and his assistant, 
Michael A. Hannan. The movers were 


represented by President Arnold Weiss- 
berger, vice president William Chadwick, 
and Joseph Modrov, head of the Weiss- 
berger planning department. 

_Six months ago, an office was estab- 
lished at the old Equitable headquarters 
for Mr. Modrov, so he could be on hand 
to coordinate all final phases of the move. 
Then, a couple of months ago, a second 
office was established at the new Equi- 
table building for use of Weissberger 
executives while preparing to receive and 
set up the furniture being moved. 


N. Y. Legislative Hearing on 


Segregated Assets in Fall 


The joint New York legislature’s in- 
surance committee, chairman of which 
is Senator William F. Condon, expects 
to hold a hearing in the Fall on such 
questions as “segregated assets” and au- 
thority of a domestic life insurance com- 
pany in New York State to buy a fire 
or casualty company, and _ vice-versa. 
Julius Wikler, former Superintendent, is 
counsel for the committee. 





Asst. District Group Mgr. 


Paul E. Graesser has been promoted 
to the position of assistant district Group 
manager in Chicago for General Ameri- 
can Life. He will work with District 
Group Manager Thomas H. Stewart. 

Mr. Graesser received his B.A. degree 
in Business from Valparaiso University 
in Indiana. He joined General American 
Life in 1957 under a Group sales train- 
ing program and has served in the Chi- 
cago district Group office since complet- 
ing his training, 








Kenneth E. Smart Dead 


Kenneth E. Smart, 55, who retired 
last month as an assistant counsel for 
Northwestern Mutual Life, died at his 
home in Milwaukee on August 20. 

Mr. Smart was graduated from Yale 
University and from University of Wis- 
consin Law School. He became an at- 
torney in NML’s law department in 1939, 
after ten years of private law practice 
in Milwaukee. 

He is survived by his wife, Jean, 
a daughter, Susan. 


and 





.What is 
Han Krakaus 
SECRET 
of SUCCESS? 





Hans Krakau left his native Germany in 1951, when he was 33 years of age, to 
build a new life in the United States. While he found a position as a bookkeeper 
and cashier at what he considered a good salary of $320 a month, he was convinced 
that he could do better. With characteristic thoroughness, he considered several 
types of work before he finally applied to our San Diego Branch for a contract 
as a life insurance salesman. 


Despite the handicap of being a stranger in a new country, Hans was deter- 
mined that he would succeed. Following the completion of his Acacia training period, 
he put to work what he learned, plus his own natural abilities, to carve out one 
of the most impressive success stories in the annals of our Field organization. 


Within three years, Hans became a Million Dollar producer and is currently 
a member of the Million Dollar Round Table. He has more than 8!4 million 
dollars of top quality business in force to his credit upon which he receives the 
monthly income provided for under the unique and generous provisions of his 
“Opportunity Contract.” In addition, Hans can look forward to receiving an 
ever-increasing monthly income on his total business in force throughout his 


entire Acacia career. 


A man does best what he likes to do best, and for Hans Krakau this explains one 
of the secrets of his success. He likes the challenge of this exciting profession and 
the opportunity it affords him to work on a close personal basis with his clients 
in the building and maintenance of sound life insurance estates. 


Acacia is proud of Hans Krakau, and all of our other career life insurance 
salesmen and saleswomen who have found their own secret of success in life 


insurance specialization . . . 


at Acacia. 


Acacia Mutual Life Insurance Company 


“Where You Get Tomorrow’s Protection Today”’ 


51 Louisiana Avenue, N.W., Washington 1, D.C. 
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and still vigorously pioneering new concepts 
in Group Life Insurance! 


Soon you will be reading about two more new and original 
concepts in Group Life Insurance Protection—pioneered and 
perfected by Continental Assurance. 


Survivor's Income Insurance 


New group protection which provides a regular monthly income 


for families of employees for one or two years after death. 


Double Value PTD 


New Permanent Total Disability Protection with income bene- 
fits that never nibble away the face amount of the life 


insurance policy. 


“Want more facts? Contact any CAC general agent, 
manager or write the home office.” 





50 
Annivewary 


CONTINENTAL ASSURANCE @ 


CHICAGO 4 * Member Continental National Group 





Approved every state but Mass. 


S.1. 
P.T.D. Approved every state but Mass., Mo., N Y. 











Eastern Department: 76 William St., New York 5, N. Y. 











Massachusetts Mutual Promotions 


Three members of the home office staff 
of the Massachusetts Mutual Life In- 
surance Co. have been advanced to new 
positions. 

Nathan S. Garrison, manager, invest- 
ment records department has been ele- 
vated to assistant investment secretary. 
Norman W. Allard, methods analyst, has 
been named systems and _ procedures 
manager, planning department. Stanley 
P, Sitnik, assistant manager, building 
services, has been appointed manager 
of maintenance, building services. 

A native of Springfield, Mass. Mr. Gar- 
rison attended Northeastern School of Law 
and Northeastern School of Accounting. 
He joined the company’s mailing depart- 
ment in 1920, and subsequently worked 
in the calculation and claim departments. 
In 1948, he came to the investment de- 
partment and was appointed supervisor 
in 1950. He was promoted to manager, 
investment records department, in 1953. 

An Associate of the Life Office Man- 
agement Association, Mr. Garrison has 
taken a number of adult education and 
university extension courses in addition 


to participating in a Life Officers In- 
vestment Seminar sponsored by the 
American Life Convention. 

Mr. Allard attended Cornell Univer- 
sity, and received a certificate of com- 
pletion in the General Electric apprentice 
program. He was an instructor in de- 
scriptive geometry and mechanical draw- 
ing at Cornell for two years. A veteran 
of the U. S. Air Force, he served as a 
Ist lieutenant in Italy during World War 


Prior to joining the company in 1953, 
he had had five years of experience as 
an industrial designer. He was appointed 
methods analyst in 1956. He has com- 
pleted the first five examinations of 
LOMA program and has participated in 
a number of electronic programming 
courses. He has served on various com- 
mittees within the company. 

Mr. Sitnik, a graduate of Adams High 
School, received a certificate of comple- 
tion from the university extension pro- 
gram in air conditioning and refrigera- 
tion, He joined Massachusetts Mutual 
in 1942; was elevated to assistant man- 
ager in 1956. He is a past advisor of the 
company’s Junior Achievement Club and 
has served as treasurer of the company’s 
bowling league. 





Life of Va. Names Bradley 


And Ferebee at Pensacola 
Gregory A. Bradley and John C. Fere- 
bee have been appointed managers of 
The Life Insurance Co. of Virginia’s new 
Pensacola, Fla. ordinary agency, it is 
announced by company president Charles 
A. Taylor. 

Mr. Bradley, educated at West Vir- 
ginia University and University of 
Georgia’s graduate school, began his life 
insurance career in 1958 as an agent for 
Metropolitan Life in Pensacola. In 1960 
he was promoted to assistant manager. 

Mr. Ferebee, who also began his life in- 
surance career in 1958 as an agent for 
Metropolitan in Pensacola, was promoted 
to assistant manager last year. He at- 
tended University of Mississippi. 


To Direct Sales Promotion 
Rudy R. Miner has been named direc- 
tor of sales promotion for Pacific Mutual 
Life. He will oversee production cam- 
paigns in the company’s “Field News.” 





WANTED 


An experienced 
Brokerage 
Supervisor 

for Live Wire 

Midtown Agency 


Phone G. A. 


MUrray Hill 
2-7330 


LEE LEASE LEME 











Pittsburgh General Agent 





HILBERT W, REYNOLDS 


Appointment of Hilbert W. Reynolds 
as general agent in Pittsburgh has been 
announced by the John Hancock. Mr. 
Reynolds will be associated with Donald 
W. Hooton, CLU, who has been general 
agent there for the past 20 years. 

A veteran of 22 years in insurance, 
Mr. Reynolds began his career as an 
agent in New Castle, Pa. For the past 
three years he has been located in Pitts- 
burgh. He is past president of the Johns- 
town Life Underwriters Association, 
second vice president of the Pittsburgh 
Life Underwriters Association, regional 
vice president of the Pennsylvania As- 
sociation of Life Underwriters, He also 
organized and taught the first Life Un- 
derwriter Training Council course in 
Johnstown. 


Occidental of Cal. in N. C. 


Occidental Life of California has es- 
tablished a North Carolina branch office 
in Charlotte, first branch operation by 
the company in that state. E. Kelly 
30wman, with six years’ insurance sales 
and administration experience, has been 
appointed branch manager. 

Mr. Bowman recently served as assist- 
ant manager in Occidental’s Pasadena, 
Calif. branch office after nearly two 
years in the home office agency adminis- 
tration department in Los Angeles. Prior 
to joining Occidental he was with Pru- 
dential four years as an agent in Alham- 


bra, Calif. 
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Janet P. Morris of the Life Insurance 


Association of America wears a dozen hats 


at home, which is in the Westchester 
County suburb of Larchmont on Long 
Island Sound, and at her office in New 
York she wears at least two hats. She 





Pach Bros. 
JANET P. MORRIS 


is assistant secretary of the Association 
and she is secretary to Bruce E. Shep- 
herd, executive vice president, and in addi- 
tion is also, unofficially at least, something 
of an archivist of the Association—quite 
a responsibility when you consider that 
the Association is in its 56th year and 
has 118 member companies. 

Miss Morris was graduated cum laude 
from St. Joseph’s College for Women, 
Brooklyn, with a B.A. degree and then 
attended Heffley Business School in New 
York. Immediately upon graduation from 
business school she joined the Associa- 
tion's staff as secretary to Charles F. 
Creswell, the statistician. Later she 
undertook graduate work in speech and 
personnel administration at Columbia 
University. On Mr. ‘Creswell’s death in 
1947, she became secretary to Mr. Shep- 
herd, a position she has theld ever since. 

In 1955 the Association inaugurated ¢ 
new service to member companies in 
the form of a monthly report on the ac- 

tivities and policy decisions of its board 
of directors and its committees and sub- 
committees. At present, there are 22 
committees, half of them functioning 
jointly with the American Life Conven- 
tion and having jurisdiction over 32 sub- 
committees. Miss Morris was given the 
responsibility for publication of this 
monthly report, including writing the 
copy for each issue. The report is dis- 
tributed to the principal officers of mem- 
ber companies and to other company peo- 
ple they may designate. The present 
circulation is about 800. 

In 1957 a further honor came to Miss 
Morris when she was appointed assistant 
secretary of the Association, at the same 
time retaining her post as Mr. Shep- 
herd’s secretary. 

Miss Morris’ neatness and meticulous- 
ness, talents she manages to keep hidden 
behind a pleasant mien, have a further 
outlet in her informal wearing of the 
“third hat” at the Association, archivist. 
In this role, she is custodian of all com- 
mittee minutes and memoranda, and she 
ke eps historical records on the committee 
service of member company officers. 

Uncle Francis 


Licensed in Pennsylvania 
Meade McMillen, president of First 
Colony Life of Lynchburg, Va., has an- 
nounced that First Colony Life has been 
licensed to transact business in Penn- 
sylvania. First Colony Life was formed 
in Lynchburg in 1955. In addition to 
Pennsylvania, the company is also li- 
censed in Virginia, West Ofek Del- 
aware, Maryland, South Carolina, Cali- 
fornia and the District of Columbia. Li- 
cense applications are pending in a num- 
te of other states, 


JOINS FUNDED SECURITY 

Funded Security Corp. has appointed 
Joseph J. McCarthy as assistant to the 
vice president of agencies, it was an- 
nounced by J. Milton Edelstein, presi- 
dent. For the past two years, Mr. Mc- 
Carthy has been field director of Illinois 
Mid-Continent Life. 

Mr. McCarthy holds a B. S. degree 
from the University of Illinois. He served 


as a captain in the Marine Corps from 
1951 to 1953. 


Named Asst. Agency Mgr. 


James H. Cullom has been appointed 
assistant manager at Pacific Mutual 
Life’s Oakland agency. 

Mr. Cullom, who has had seven years 
of sales and management experience, 
takes up his new duties after completing 
a seven-week management seminar at 
the company’s home office in Los An- 
geles. He has been active in Bay area 
insurance circles since 1954. 


Kenneth T. Moore Dead 


Kenneth T. Moore, agency superin- 
tendent-administration of the Manu- 
facturers Life Insurance Co., died Aug. 
15 in Toronto, Ont. He was 56. 

3orn in Amherst, N. S., Mr. Moore 
graduated from Queens University. He 
joined Manufacturers Life in 1929 and 
spent ‘three years in Alberta. In 1933 
he returned to Toronto and four years 
ago became agency-superintendent of 
the company. 
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That’s how it is 
GUARANTEED 


With Security Mutual’s new Insurabil- 
ity Rider, you’re making future appoint- 
ments—bona fide sales appointments! 
Now you can guarantee your young 
clients the privilege of future insurance 
purchases, without evidence of insur- 
ability, when you write Permanent Life. 


Here’s how. 


When your prospect buys Life Cover- 


age, point out the 


ing his personal insurability. No matter 
what the status of your client’s health 


or occupation on 


dates, you can increase his insurance 
protection! (Up to $10,000 every 3 years 


to age 40.) ~ 


Richard E. Pille, President. 
Robert M. Best, C.L.U. 






Jim.” 


85, 000 more 


6S See ei 





every time you sell 
INSURABILITY! 
features... 


Emphasize the solid family security of 
this plan... the personal estate building 
. the all-around safety. You’ll 
have him for life! (And as a friend, too.) | 


Take a look at these low-cost S-M In-| 
surability Rider benefits. They’ll gener- 
ate high repeat sales for you! 


No Health, Occupation Restrictions 


Standard Rates Always in Effect 


benefits in maintain- 


his purchase option 


No Medical Examination Required 
Purchase Credits on First-year 
Premiums 


Sell the Modern Approach to Insur=" 
ability — Sell Security Mutual! Contact 
your Security Mutual General Agent 


today, or write 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


your security our mutual responsibility 











Vice President—Agencies. 













B8OEXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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Sen. Dodd to Address 
NAIC’s Zone Four Meet 


SEPTEMBER 24-2 26 6 AT MILWAUKEE 


“Conflict of Interest” Panel Session 
Slated; Rogan is General Chairman; 
Wisconsin Gow. Nelson to Speak 





The program for the zone four meetin 
of the National Association of Insurance 
Commissioners to be held September 
24-26 at Milwaukee, is announced by 
zone chairman, Commissioner William E 
Timmons of Iowa 


A special “Conflict of Inte: rest” panel 
session will be held Sunday noon 
and a general discussion on he pov 
at the regular session on Monday after- 
noon 

U. S. Senator Thomas J. Dodd of Con- 
nec ticut will be the featured speaker 
at the Monday noon luncheon 

The sessions will be held at the 


Schroeder Hotel in Milwaukee. Paul Ro- 


gan, executive vice president of Mort- 
gage Guaranty Insurance Co of Mil- 
waukee will serve as general chairman. 
Robert Dineen, vice necve + oly North- 
western Mutual Life as vice chairman; 
and Robert Doucette, secretary of the 
Milwaukee Auto Mutual as finance chair- 
man. 

Reservations can be made _ through 
Sidney L » Dred vice president of 
Time Insurance Co., 735 North 5th St. 


Milwaukee. 
Executive Session on Sunday 


The 


agenda calls for 


an executive ses- 
sion of the Commissioners and their 
staffs from 2 to 5:30 p.m. on Sunday, 


September 24th; ell an industry session 
2 to 3 p.m. and the panel 


on taxes from 2 
session on conflict of interests from 3 


to 5 p.m 


Wisconsin 


Gov. Gaylord A. Nelson 
will give the address of Welcome on 
Monday, September 25th with the morn- 
ing session to take up recommendations 


of the examination cmittae on mort- 
gage service fees; multiple peril policies 
and standard of ethics on claim practices 
plus new business 


noon luncheon with Sen. 
1€ principal spe: uker the group 


Following the 


Dodd as tl 


JEFF BRANCOM HEADS ASSN. 


Named President of Washington Nation- 
al General Agents Assn.; MacCallum 
V. P. and Conner Secretary 

The Washington National’s General 
Agents Association at its annual meeting 
held during the company’ s recent 50th 
anniversary convention elected the fol- 
lowing officers and directors: 

President—] eff 3rancom, Oakland, 
Ci _ who has been with the company 

- i years and operates one of the top 


aaa agencies in the general agency 
department. 

Vice Sy ca eee M. MacCal- 
lum, CLU, Chicago: secretary—R. Den- 


nis Conner, gers Creek, Mich. 

The following were elected to the board 
of directors: Howard M. Perlman, Den- 
ver, Colo.; H. F. Fitzgerald, Rochester 
Minn and Lee D. Logan, Appleton, Wis. 
\ll former past presidents of the asso- 
ciation are automatically members of the 
board. 

Merill Muskegon, Mich 


presided 


Pringle of 
the recently retired president, 
at the business sessions of the General 
Agents’ meeting. Next annual meeting 
will be held in September, 1963, at Colo- 
rado Springs, and the newly elected of- 
ficers will serve until that time. 

TEMPLE ELECTED onget wg ig 

The Cincinnati Association of A. & H. 
Underwriters has elected David B 
Temple as its president for the next 
fiscal year. Mr. Temple joined Massa- 
chusetts Indemnity & Life in 1955 as an 
agent. In 1956 he was appointed broker- 
age manager and in 1957 general agent in 
Buffalo. He was transferred to his pres- 
ent position as Cincinnati General Agent 
in 1959 





will take up destruction of records ; con- 
flict of interests and rights of the policy- 
holder in a mutual company to freely 
nominate directors. 

Separate sessions will follow by cas- 
ualty and accident and health rate tech- 


nicians; and on fire and allied lines. The 
banquet and entertainment will follow 
Monday evening 


The Tuesday morning session will in- 
lude a general and executive 
with separate committee meetings 


session 





and in claim payments. 


Why 


hospital and surgical benefits. 


JAMES 





INSURANCE BROKERS ALWAYS WELCOME! 


Over the years we have built up a following among metro- 


politan insurance brokers who want 
hospitalization coverage for their clients. We aim to please 
them always with prompt service, both in the policy selection 


not take a look at our most popular policy, the 
INCOME SECURITY? It will give your clients (1) full 
monthly accident benefits (even for life) for total disability; 
(2) six months’ benefits for partial disability; (3) full sickness 
benefits up to two years with no house confinement, as well as 
sickness benefits, even for life, by rider; and (4) supplemental 


Glad to send you sample policy and rates. 


R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


161 WILLIAM STREET 
REctor 2-4567 


“the best” in A. & S. and 


INC. 


NEW YORK 38, N. Y. 








Kessler to Develop 

A. & H. for State Auto 
NEW V. P. FORMERLY WITH ACCO 
Will Undertake Stay Involving Expan- 


sion into Health Insurance for 
Columbus, Ohio Company 





The appointment of Albert H. Kess- 
ler as a new vice president is announced 
by Paul R. Gingher, president of State 
Automobile Mutual Insurance Co., Co- 
lumbus, Ohio. 





ALBERT 


H. KESSLER 


will immediately under- 
take a study involving expansion into 
other lines of insurance not presently 
underwritten by State Auto. In his new 
capacity he will be in charge of develop- 
ing a health division for the company. 

With more than 20 years experience 
in all levels of the insurance industry, 
Mr. Kessler recently resigned as vice 
president of the American Casualty 
Group, Reading, Pa., to accept his new 
position with State Auto. While with 
American Casualty, he served as acci- 
dent and health claims manz ager, accident 
and health manager, assistant vice presi- 
dent and vice president. 

Prior to joining the Reading company, 
he was associated with Continental Cas- 
ualty of Chicago, the W. E. Lord Co. of 
Cincinnati, and for a short period oper- 

ated his own agency in Cincinnati. 

Mr. Kessler is a graduate of the Chase 
School of Law and a member of the 
Ohio Bar. He also attended University 
§ Cincinnati, the University of Cincin- 
nati School of Law and University of 
Wisconsin School of Law. While at 
University of Cincinnati he was af- 
filiated with the Lambda Chi Alpha fra- 
ternity and the Phi Alpha Delta legal 
Ir aternity. 

Mr. Kessler is a member of the Health 
Insurance Association of America and 


Mr. Kessler 


is active in the credit field. He is a 
member of the Credit Life-Accident and 
Health Committee, having served as vice 
~hairman in 1959 ‘and chairman in 1960. 
He has taken an active interest in the 
International Health Underwriters’ As- 


sociation and has served as a company 


representative to the International 
Claimsmen’s Association. 
At Reading, he is a member of the 


local Knights of Columbus Council, Uni- 
versity Club, Wyomissing Club and the 
Insurance Federation of Pennsylvania. 


Criteria for Public Health 


Nursing Services Issued 
The National League for Nursing, New 
York, has issued a list of criteria for use 
by insurance companies and other pur- 
chasers of public health nursing services 
in judging the quality of the services 
they buy. The publication, “Criteria for 
Evaluating the Administration of a Pub- 
lic Health Nursing Service,” lists 16 
check points of agency practices, rang- 
ing from the agency’s legal authority to 
operate through qualifications of staff 
and budgeting and payment procedures. 
The purpose of the statement is to 
identify elements of administration 
which are basic to the provision of a 





A. M. Parker Joins 
American Casualty 

ASSISTANT V. P. FOR Ai 2 a 

Formerly for Over 15 Years With Con. 


tinental Casualty; Both Field and 
H. O. Experience 





Parker of Chicago has been 
the 
Reading, Pa. in 
overall charge of the company’s nation- 
wide A, & H. Harold G. 


Arch M. 
named assistant vice president of 
American Casualty of 


division, Evans, 


ARCH M. 


PARKER 


ACCO’s president announces. Mr. Parker 
succeeds A. H. Kessler who recently 
joined the State Automobile Mutual of 
Columbus, O. 

Mr. Parker started in the insurance 
business in 1945 when he joined the Ca- 
nadian office at Toronto of the Conti- 
nental Casualty. From 1949-51 he was 
with the Liberty Mutual but rejoined 
Continental Casualty in 1951, leaving 
Canada for the United States. He ad- 
vanced to health insurance manager of 
Continental’s Detroit branch and later 
headed its Cleveland branch for A. & H 

In 1955 Mr. Parker was promoted to 
superintendent of agencies and _ three 
years later was elevated . assistant vice 
president and director of A. & H. branch 
offices. Then, in 1960, he was transferred 
to an affiliate, the National Fire of Hart- 
ford, and given the responsibility of re- 
activating its health insurance depart- 
ment. 

As assistant vice president, he heads 
American Casualty’s second largest di- 
vision. The company’ s health and acci- 
dent insurance premiums are now at the 
rate of $43 million for the year, up from 
only $1 million in 1945, 

A graduate of Queens 
Kingston, Ont. Canada, Mr. Parker 
served with the Canadian Air Force for 
three years during World War II. Mar- 
ried, he has four children. 


University, 





good public health nursing service. It is 
designed for use by public health agen- 
cies and community groups in studying 
the administration of their services and 
by insurance companies and others con- 
tracting for service for their health in- 
surance policy holders. 

The criteria were formulated by a 
special committee of the 400 public health 
nursing services which are member 
agencies of the National League for 
Nursing’s Department of Public Health 
Nursing, and were reviewed by other 
membership groups within the organ- 
ization. The League also publishes cri- 
teria for evaluating education: il programs 
in professional nursing. Such materials 
are basic tools of the League program 
to improve nursing service and nursing 
education programs. 
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Not What the Doctor Ordered ' 





‘Compulsory Aged Health Care Should 
Be Abhorrent to Every American” 


If the King bill, H.R. 4222 will be de feated in the next session of Congress it will 
certainly take the combined efforts of the insurance industry and state medical associa- 
tions. During the recent hearings on the bill held in W ashington, state medical societies 
joined ranks with industry representatives to state their views before the ‘House Ways 


and Means Committee. 


At that time lack of space restricted us from printing what 


doctors were saying about this controversial measure. What follows is testimony ex- 


emplifying the majority of convictions set forth by medical societies. 
like most insurance men do not want this bill passed. Dr. Robin N. 


Wisconsin tells why: 


The State Medical Society of Wiscon- 
sin opposes the Administration-backed 
plan for compulsory health care of the 
aged with the declaration that “the very 
thought of such a scheme should be 
abhorrent to every American.” 

Appearing before the House Ways and 
Means Committee hearings on the con- 
troversial King Bill Dr. Robin N. Allin, 
fadison, told the committee; “As phy- 
sicians we believe that the health care 
needs of the aged are being met more 
speedily, at lower cost, and with greater 
assurance of high quality of care at the 
local rather than the Federal level.” 

Doctor Allin is chairman of the State 
Medical Society’s Committee on Health 
Economics of American Life (HEAL). 


Bill is “Unnecessary” 


“unneces- 
stated 


Attacking the King bill as 
sary public health legislation,” he 
that it: 

1. Fails to contain any real assurance 
of achieving what it claims in its broad 
purpose clauses. 

2. Provides only partial health services 


Most physicians 
Allin of Madison, 


for a segment of the population, but 
does this without regard for actual need. 

3. Is unfair in that it looks after only 
a portion of those people over 65—if 
there is any soundness in the premise 
that health care of the aged constitutes 
a pressing social problem demanding i im- 
mediate legislative correction. 

4. Contains numerous controls over the 
professional services of practicing phy- 
sicians and those in training—in spite 
of the claims that this bill does not in- 
volve physicians. 

Most Patients Can Pay Costs 


Most patients want to and can pay the 
costs of medical care, Doctor Allin con- 
tended. “At least 78% of Wisconsin’s 


citizens have some type of voluntary 
health insurance. At least 1% . over 
65 have purchased voluntary, prepaid 
coverage. 


“As physicians who treat the popula- 
tion from birth until death, we see no 
need for developing a scheme, at once 
drastic and dramatic, as proposed in H. 
R. 4222, to claim to do for the elderly 





Continental’s Pyramid Club 
Holds Annual Meeting 


Continental held its Pyra- 
mid Club meeting in the Conrad Hilton 
Hotel in (Chicago August 27-29. A group 
of 1,050 from 47 of the 50 states, Canada 
and Puerto Rico, participated in the pro- 
gram’s theme, “50 Years of Protection 
and Progress.” 


Assurance 


Among the home office officials who 
meeting were Chairman 
Roy Tuchbreiter and President Howard 
C. Reeder; David G. Scott, first vice 
president and actuary; Robert B. Hamor, 
vice president and director of agencies; 
Dr. Clifton L. Reader, vice president and 
medical director; Paul H. Rinker, vice 
president, Group department; and Peter 
Hondorp, vice president, retirement and 
special plans department. 

Also addressing the meeting from the 
home office were: Thomas MicGeohegan, 
director of individual health sales; Elmer 
Layden, Chicago branch; W. B. “Dusty” 
Roads, director of training; and Robert 
Cambier, manager of advanced under- 
writing. Other speakers included Dwight 
G. Johnson, Philadelphia; Lynn Wil- 
liams, Wichita; Carl Schlotman, Cincin- 
nati; Richard Mazur, Grand Rapids; and 
Philip C. 'Belber, Newark, N. J. Joseph 
S. Gerber, superintendent of insurance 
for the state of Illinois, was guest 
speaker. 


addressed the 


ELECT JOHNSON PRESIDENT 


R. B. Johnson, general agent for Mu- 
tual of Omaha and United of Omaha, 
was elected president of the Western 
General Agents’ Association for the com- 
panies at their recent annual meeting. He 
succeeds D. L. Acrea, general agent in 
Reno, Nev. Mr. Johnson joined the com- 
panies in 1946 and is affiliated with 
Hiner-Johnson & Associates in Phoenix. 


Conn. Mutual Trainees Now 
Moving into Home Stretch 


Eleven recent college graduates se- 
lected for Connecticut Mutual Life’s 
sales and sales management training 
program have begun classes in the com- 
pany’s Hartford home office. The school 
ends September 1. 

The trainees, chosen for the three- 
year program from over 800 June grad- 


uates interviewed throughout the coun- 
try, will prepare for careers in agency 


management and life underwriting. 
Nith six weeks preliminary training 
in their respective field offices already 


completed, the men will now cover in 
more detail policy contracts, life insur- 
ance needs, selling techniques company 


philosophy, procedures, and practices. 

The school is under the direction of D. 
Ross Osborn, superintendent of agencies. 
Trainees and their agencies are George 
R. Blaha, Cleveland; Jack H. Chappell, 
Richmond; Roger E. Fakes, Memphis; 
Patrick M. Farley, St. \Paul; Peter S. 
Kleinberg, Richmond; Thomas G. Mee- 
han, Long Beach; Ronald A. Phillips, 
Newark; Frederick T, W. Reed, Norris 
E. Williamson Agency, Chicago; Robert 
N. Snyder, Baltimore; Machlin E. So- 
derquist, St. Paul; and Richard D. Tier- 
ney, Jr., Rochester. 


INA Director Dies 


David E, Williams, a director of Insur- 
ance Company of North America and 
Life Insurance Company of North Amer- 
ica, died August 10 at his summer home 
in Prouts Neck, Me. He was 71 and a 
resident of Bryn Mawr, Pa. Mr. Wil- 
liams became a director of North Amer- 
ica in 1942 and its life affiliate in 1957. 
He was chairman of the board of the 
Corn Exchange Bank and Girard Trust 
Co. until three years ago when he re- 
tired but remained as a director. Mr. 
Wiliams was also a trustee of the Uni- 
versity of Pennsylvania from which he 
graduated in 1911. 


through the Federal government what 
can be and is being better accomplished 
locally,” he said. 

“Yet, by some strange and _ illogical 
deduction, the supporters of the King 
bill would remove health care from the 
category of those expenses which can 
be planned for adequately and in all but 
a small number of cases,” he charged. 
“They would remove it from personal 
responsibility and make it a Federal re- 
sponsibility.” 

Doctor Allin pointed out that, “ade- 
quate nutrition, shelter and clothing are 
certainly as essential to good health as 
adequate immunization or medical care, 
yet no one has yet suggested that the 
Federal government should buy food and 
clothing for everyone over 65 who is 
eligible for social security benefits, pay 
his rent and foot the bill for his vaca- 
tions. As physicians we believe that the 
very thought of such a scheme should 
be abhorrent to every American.” 


Wisconsin’s Program “Second to None” 


Pointing to Wisconsin’s present meth- 
ods of financing medical care for the 


aged who are unable to pay the costs 
themselves, he termed the state’s old age 
assistance program “second to none in 
the nation. 

“Should a person 65 years of age or 
older be fully capable of handling the 
day-to-day expense of food, shelter, 
clothing and the like but find it impos- 
sible to handle his health care expenses 

. the old age assistance program will 
provide for any and all health care he 
needs from the physician and hospital of 
his choice,” Doctor Allin explained. 

Going one step beyond the welfare 
program, the Madison physician pointed 
out that a bill in the Wisconsin Legisla- 
ture, to implement the Kerr-Mills act, 
would expand medical aid to even more 
state residents. “It is not just another 
piece of relief legislation,” he added. 

‘As physicians we think it a genuine 
disservice to overstate or overemphasize 
the health needs of any segment of the 
total population. Let me emphasize that 
as a state medical society, our concern 
is with the health and well-being of each 
of Wisconsin’s four million citizens,” 
Doctor Allin told the committee. 





SOME POLITICIANS 
FOOTBALL WITHOUT 


Since medical care for the aged has 
become a political football, it might be 
expected that politicians involved would 
at least know the rules of the game. The 
sad fact is, many do not. 

Ray M. Peterson, vice president and 
actuary, The Equitable Life Assurance 
Society, points out that social security 
financing mechanism is not a_ savings 
system. Furthermore, the granting of 
unearned increments creates a debt that 
employes and employers of the future 
must cope with in perpetuity. He adds 
that the Supreme Court opinion makes 
clear that there would be no such docu- 


ment as a “life policy of paid-up medical 
insurance.” 
Yet, day after day, we hear statements 


from senators and congressmen to the 
contrary. Mr. Peterson has made a col- 
lection of typical political pronounce- 
ments on health care financed through 
social security, some of which follow 
(emphasis added): 

CONGRESSMAN (NOW SENATOR) 
KEATING:—It has always been my 
feeling that since social security is es- 
sentially an insurance system, there 
should be no limit on the amounts which 
beneficiaries can earn, and still receive 
benefits . . . it is my feeling the ceiling 
should be removed entirely. 

SENATOR PROX MIRE :—The fact is 
that this is an insurance system. This 
is a premium that he is paying. His em- 
ployer is paying a part of the premium. 
It is entirely different from income tax. 
It is a benefit that comes back to him. 
He is buying something for himself. 

SENATOR DOUGLAS :—I'm in favor 
of eliminating completely the limit on 
earnings of OASI recipients. To require 
all those getting OASI payments to 
give up gainful employment i 1s, in reality, 
attaching a condition to insurance which 
they themselves have bought. 


Federal Life & Casualty 
Sets 6 Months Sales Mark 


The Group division of Federal Life & 
Casualty of Battle Creek, Mich. has 
announced a new Group life insurance 
sales record for the first six months of 

1, 

A total of $11,294,900 was written dur- 
ing that period; this amounts to more 
than a 77% increase over the $6,373,300 
that was recorded during the first six 
months of 1960. The six-month total for 
1961 is also an 11% increase over the 
$10,152,900 that was sold during all of 
1960. 

Federal is a member of the Tower 
Insurance Group of Battle Creek. Other 
members include Wolverine Insurance 
Co., Riverside Insurance Co. of America, 
and Secured Insurance (Co. 








PLAYING POLITICAL 
KNOWING THE RULES 





RAY M. 


PETERSON 
A Need to Dispell Foggy Concepts 


SENATOR 
KENNEDY (campaign 
believe, with Governor Rockefeller, 
people should be able to save for 
medical care of their retirement years 
in the same way that they set aside 
money for other needs—through the so- 
cial security system. My health plan 
would extend to our older citizens a life 
policy of paid-up medical insurance. It 
would afford them hospital benefits, 
nursing home benefits and x-ray and 
laboratory tests on an out-patient basis. 

It would allow people to provide for 
the costs of their retirement while they 
work—so that their needs could be met 
in later years without burdening their 
children. 

Says Mr. Peterson: “It must be clear 
to all discerning readers that ... there 
is no foundation for these inaccurate 
parallels. Indeed, there is desperate need 
to dispell these self-mesmerizing, foggy 
concepts.” 


(NOW PRESIDENT) 
statement) :—I 
that 
the 


1,704 Signed at AMA Meet 


Massachusetts Indemnity & Life’s dis- 
play during the recent annual meeting 
of the American Medical Association 
held at the New York Coliseum attracted 
1,704 registration cards. The New York 
agency had the most leads with 757. A 
Caduceus tie-clip along with informa- 
tion on Mass. Indemnity’s disability in- 
come plans was offered. 
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Widow of Mutual of Omaha Founder 
Gives Creighton Univ. New Med Center 


An 


has 


size 
new 


of undisclosed 
erection of a 
Medical Center. 


impressive gift 
been made for 
Creighton University 
The donor is Mrs. Mabel L. Criss, 
widow of Dr. C. Criss, the Ta acy of 
Mutual of Omaha and United of Omaha 
The new facility will be known as the 
Dr. C. C. and Mabel L. Criss Medical 
Cent er. Dr. Criss was a 1912 pees of 
the Creighton University School of Med- 
icine 

The gift the 
the 
uni- 


“by far 
iton,” by 
ae 


has been termed 
ever made to Cre 
Rev. Carl M. 


president. 





largest 
Very 


versity 





Reine 


Construction to Begin in 1962 


on the draw- 
that construction 
1962, according 
proposed 
campus 

center will 
facilities, 


are still 
hoped 
sometime in 
Reinert The 
he Hilltop 
medical 


and 


Although plans 
boards, it is 
begin 
Father 
will be on 
This new 
research 


site 


contain 
an out- 
department, a classroom-labora- 
and will 
Pharmacy. 


office 
atient 
building, 
School of 


also house the 
week, 
This exciting news 
more rapidly in 
and will give real 


announcing t gift last 
Reinert said, 
will pres us to grow 


our academic program 











stimulus to our long-range development 
plans. We hope to make an announce- 
ment regarding these plans in the near 
future.” 

The career of Mrs. Criss is the story 
of Mutual of Omaha and United of 
Omaha 

On January 10, 1910, Dr. and Mrs 
Criss bought the charter for the Mutual 
Benefit Health and Accident Association 
Mrs. Criss handled all the office work 

a 

; . 
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Phone YUkon 6-0230 


and oes supervised operations be- 
cause C. C., deeply involved in his stud- 
ies at Ecusen concentrated upon the 
job of selling insurance for the young 
company 

Shortly after graduating from Creigh- 
ton Medical College in 1912, Dr. Criss 
found that Mutual Benefit’s rapidly ex- 
panding business demanded his full-time 
support. 

Since those early days Mrs. Criss has 
managed the home office, contributing 
many of the company’s broad and pro- 
gressive policies. She presently serves 
first vice president of United of 
Omaha and is director of personnel and 
planning for both companies. In mak- 
ing the gift in memory of her husband, 
Mrs. Criss cited her own and Dr. Criss’s 
long interest in Creighton and in medi- 
cal education 


as 


“No Benefaction More Pleasing” 


“T can think of no benefaction,” she 
said, “which would have been more pleas- 
ing to my husband. I’m sure this will 
enhance Omaha's well-deserved reputa- 
tion as one of the nation’s foremost 
medical centers.” 

In accepting the gift, Father Reinert 
said: “While Creighton’s reputation in 


medical circles has always been excellent, 


this gift will give us new impetus for 
meeting the many ne res in the field 
of health care that lie ahead. 

“We want to build a medical center 
that will ap pone iately honor the memory 
of a great civic leader, businessman and 
humanitarian, and one which will pay 
tribute to the devotion and generosity 





his remarkable wife.” 


The new medical center wi!l be added 
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Elected Asst. Secretary 





McGRANAHAN 


HARVEY S. 


Harvey S. McGranahan was elected an 
assistant secretary of the John Hancock 
at a meeting of the board last week. 

\ graduate of Northeastern University 
School Law, Mr. McGranahan has 
been associated with the Hancock since 
1928. Following subsequent promotions, 
he was appointed assistant claim direc- 
tor in 1954. He holds membership in 
standing group committees of the Inter- 
national Claim Association, sub-commit- 
tees of the Health Insurance Council of 
the Life Insurance Association, the cash 
sickness committee of Group depart- 
ments, the Massachusetts Hospital Asso- 
ciation, and ‘the Boosters ‘Club. 


of 





to the $6.5 million dollars worth of build- 
ings constructed by Creighton since 1956. 

These include dormitories for both 
men and for women, a student center, 
library, central air-conditioning plant 
and a College of Business Administra- 
tion. A new Creighton Preparatory 
School, was also completed as part of 
the Greater Creighton Development Pro- 
gram. 


School of Insurance’s Fall 
Semester to Begin Sept. 18 


Registrations are now being accepted 


for the fall semester beginning Septem- 
ber 18 at the School of Insurance, New 
York City. The evening school curri- 
culum includes almost 60 courses cover- 
ing all types of insurance and certain 
business subjects such as accounting, 
law, economics, finance, and manage- 
ment. 

In addition, a new course in mathe- 
matics will be available for students 
preparing for the (Casualty Actuarial 
Society Associate Examination I in 


college algebra, analytic and 


calculus. 


geometry, 


Other new courses include: English 
composition ; selection and underwriting 
of (life insurance) risks; and life and 
disability insurance (a survey). The last 
two courses have been designed espe- 

cially for college graduate trainees em- 
siege by life insurance companies. 
Courses are also available for all parts 
of the CPCU and CLU programs and 
for the LOMA I and II programs. Sev- 


eral of 


the more unusual courses to be 
offered this fall are: Electronic proc- 
essing; medico-legal jurisprudence; sem- 


inar 
tion; 


in insurance company administra- 
and principles of human relations. 

The last day of registration without 
a late fee is September 15. Those wish- 
ing to register should contact the School 
of Insurance, 225 Broadway, New York 
7, N. Y. Further information and a com- 
plete catalog of courses may be obtained 


by calling WOrth 2-4111, 


LICENSED IN KANSAS 


Indianapolis Life has 


received a cer- 
tificate of authority to operate in the 
State of Kansas, it was announced by 


Arnold Berg, 
of agencies. 
number of 


vice president and director 
This increases to 20 the 
states in which the 56-year- 


old company operates. 


NEW SENTRY GROUP PROGRAM 


Hardware Mutuals-Sentry Life to Unveil 
New Health-Life Programs for 
Small Business Market 
Hardware Mutuals-Sentry Life have 
developed a streamlined Group health 
and life programs for the small business 

market. 

The new Sentry group programs will 
offer maximum flexibility with simpli- 
fied operations for the employer of ten 
to 100 workers—whether in manufactur- 
ing, distribution, or service trades, Rob- 
ert F. Froehilke, executive vice president- 
life, said. Both programs are designed 
to give the businessman maximum choice 
in tailoring his Group plan to his budget 
and employe relations needs. In group 
health, for example, the businessman 
may select one of several minimum or 
“stripped down” basic policies, adding 
only those extra features that best fit 
his company’s requirements. 

“Small businesses may thus get a com- 
plete range, from a stripped down ‘fleet 
model’ Ford to a ‘custom Cadillac,’” Mr. 
Froehilke said. “The employer may also 
approach his Group program from the 
opposite direction, specifiying an hourly 
or annual benefit. The insurance com- 
panies may then develop the optimum 
Group health or life packages. Flexible 
programs of this type have usually been 
offered only to larger groups.” 

Normally complicated paperwork has 
been simplified for the small employer. 
Streamlined systems have been devel- 
oped which are specifically designed for 
the risks Hardware Mutuals-Sentry Life 
insure — retailers, small manufacturers 
and service trades. Simplified presenta- 
tion and proposal forms make possible 
submission of small Group programs by 
individual salesmen through Hardware 
Mutuals-Sentry Life district offices. 


Report From Michigan: Kerr- 
Mills Law “Doing the Job” 


More than 9,500 persons have been 
assisted under the so-called “medicare” 
program in ‘Michigan since the legisla- 
ture brought the state under the Fed- 
erally assisted program (Kerr-Mills 
Law) some eight months ago. 

Cost to the state, according to wel- 
fare department officials, will approxi- 
mate $5,000,000 for the fiscal year, with 
the Federal government supplying an 


additional $6,000,000 and counties about 
$1,000,000. 
W. J. Maxey, state welfare director, 


considers the program successful in 
“relieving the basic anxiety of the aged.” 
He said “elder people with limited means 
no longer need be concerned with the 
possibility that cost of hospitalization will 
wipe out every reserve they have.” 

Mr. Maxey conceded that some 
sons are not satisfied with the 
feeling that periodic 
diagnostic services should be included. 
He voiced the view, however, that “we 
are taking care of a basic need in a 
reasonably adequate manner and 1 think 
it’s getting to a point where it’s a ques- 
tion of what can the taxpayer afford.” 


per- 
program, 
examinations and 


HIAA Graduates Smart 


Thomas J. ‘Smart, underwriting vice 
president, Inter-Ocean Insurance Co., 
Cincinnati was a cum laude graduate of 
the Group insurance basic course given 
by the Health Insurance Association of 
America, Graduating with Mr. Smart 
were, Harold D. Lang, Group Life and 
A. & S. underwriter, and James 1. Har- 
pring, the company’s systems analyst. 


Admitted in Arkansas 

Illinois Mid-Continent Life has been 
admitted to do business in Arkansas, it 
was announced recently. John Weaver, 
company president, said the Chicago- 
based company plans to expand through- 
out the United States, Central, and South 
America. 
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Secret Service Chief U. E. Baughman 
Retires 


The retirement of Urbanus Edmund 
Baughman as chief of the U. S. Secret 
Service and who has been with that 
branch of the Government since 1932, 
has had wide publicity which includes 

ccounts in the press explaining how its 
functions differ from that of the Federal 

Bureau of Investigation. There has been 


considerable rivalry between these two 
Government law enforcing agencies, the 
FBI walking away with most of the 


newspaper stories. 

The Secret Service has only 340 agents 
and two main functions. Best known is 
its role as protector of the President of 
the United States, his family, and on re- 
quest, the Vice President. 

The Secret Service did not begin 
guarding the President until it was so 
authorized by Congress after the assass- 
ination of William McKinley. Its func- 
tion when it was launched in 1865 (and 
still one of its paramount activities) is 
protecting the money, securities and 
other obligations of the United States. 
That largely means detecting counter- 
feit money and catching the men doing 
the counterfeiting. 

Prevention of packages of real money 
being stolen from the Bureau of En- 
graving and Printing has often had its 
attention. This type of theft sometimes 
originates when an employe brings in a 
package e, substitutes it for another con- 
taining genuine currency, and attempts 
to leave the building, leaving the dummy 


package behind. Such a transfer of 
packages has on at least one occasion 
temporarily given $30,000 to the thief. 


He was apprehended. 

Mr. Baughman has been given the 
Treasury Department’s most coveted 
honor: the Exceptional Service Award. 
As he is only 56 years old he may take 
a position in private business, but has 
not announced any future plans. 


Best’s 1961 Fire pac Casualty 
Reports Book 
As insurance continues to expand, 
with so many companies being formed 
that it is difficult to keep track of them, 
and the situation becoming further com- 
plicated by mergers, the job of the Al- 
fred M. Best Co. takes on new difficul- 
ties. That those difficulties are amazingly 
surmounted is disclosed again in the 
itest publication of the Best organiza- 


tion, 3est’s Insurance sence of Fire 
and Casualty, 1961 edition, but shortly 
from the press, The book censists of 


hundreds of pages of reports printed on 
domestic stock companies, U. S. branches 
of foreign stock companies, Pesan mu- 


tual companies, reciprocals and other 
divisions of insurance. 
The new Best’s Fire and Insurance 


Reports—Fire and Casualty—is the 62nd 
annual edition. The accuracy, as well as 
that of the other insurance publications it 
issues, is amazing. One reason for this 
is the cooperation it gets from the com- 
panies in reply to letters sent by Best’s 
asking for financial information, current 

















lists of executives and the latest finan- 
cial figures compared with those of the 
preceding 12 months. 

Editor of Best Insurance Reports— 
Fire and Casualty—is Joseph P. Byrne, 
who has been with the Best organization 
43 years. There must be something 
psychic about ‘him as he can spot a sta- 
tistical error by instinct. 


* * * 


Fastest Growing Division 

The Best reports, published in volume 
form, open with editorial comments. The 
fastest growing branch of the property 
insurance business is the package pol- 
icies in the home owners field which 
jumped from $200 million in 1960 to 
neatly $625 million, it says. 

In the discussion of package policies, 
Best’s observes: 

Something over one-third (of $625 mil- 
lion) represents straight fire, about a 
third is in allied fire lines and somewhat 
less than one-third is casualty. Because 
of hurricane losses the loss ratio jumped 
by more than seven points to above 58% 
but the expense ratio remained almost 
constant, around the 40% level, which 
afforded a modest, favorable balance on 
a combined ratio basis. Outlook is for 
the line to continue its rapid growth de- 
spite the feeling of most underwriters 
that too much coverage is given for too 
little premium. 

“A proper relationship of insurance to 
value seems vital but what most under- 
writers fear is an increase of claims 
when the public becomes fully aware of 
the very broad coverage in this new 
form,” Best’s says. 

Some other conclusions by Best, and 
they cover inland marine, ocean marine, 
follow: 

Inland marine premiums underwritten 
by stock carriers increased about 1% in 
1960 to $346 million. Growth during the 
thirties and forties reflected the trend 
toward broader coverage while the level- 
ing off during recent years is due to 
the diversion of considerable inland ma- 
rine premiums to homeowners policies 
and package forms. 

The pendulum of experience, which 
reached a profit margin of better than 
nine points in 1953, swung relentlessly 
in succeeding years until it registered 
seven points in the red in 1957. Tighter 
underwriting, higher rates, revised cov- 
erage and reduced commissions in some 
areas reversed the pendulum decisively 
in 1958 and the direction toward improve- 
ment was maintained in 1959 and 1960, 
but at a slower pace. Over-all the loss 

ratio was about two and one-half points 
lower in 1959 and expenses more than a 
point lower to return the line modestly 
to the black. Experience in 1960 was 
almost a half point better due to a frac- 
tional decline in the loss ratio. However, 
the experience for the most recent five- 
year period was unprofitable on the aver- 
age with a combined loss and expense 

ratio of 101.5%. 

Ocean marine premiums in the stock 
company field stood at ne: irly $160 mil- 
lion in 1951 and 1952 but declined in 


1953 and 1954, under pressure of lower 
rates, to about $150 million. Thereafter 
volume increased each year and in 1960 
by about 4% to reach a peak of $213 
million. This is the highest level of 
premiums ever reported except for 1942 
when war-time rates boosted volume to 
an unprecedented $259 million. 


The American ocean-marine hull and 
cargo market has expanded in volume 
and capacity and is attracting a growing 
volume of world-wide business. Although 
many nationalistic restrictions against 
marine insurance remain, a number of 
important trading nations have removed 
import quotas and currency restrictions. 
With the outlook for increased foreign 
industrialization and higher standard of 
living throughout the world this augurs 
well for the future. 

Ocean marine experience, 
been profitable for several years due to 
few major cat astrophies, ran into at 
least half a dozen major losses in 1956. 
A jump of about 13 ~ nts in loss ratio 
more than squeezed the profit ee of the 


which had 


line and forced it into the red by about 
two points. Experience showed further 
deterioration in 1957, despite the ab- 


sence of spectacular losses, boosting the 
combined loss and ite ye ratio to 103%. 
Despite the continued high cost of ship 
repairs, the loss ratio dropped more than 
five points in 1958 to make the line mod- 
estly profitable once again and showed 
continued improvement in 1959 and 1960 
to bring the combined loss and expense 
ratio down to a very respectable 94.4% 
With two of the last five years unprofit- 
able, underwriting results for the period 
developed an indicated favorable balance 
of less than one and one-half points. 


* * * 


National Fire Protective Ass’n 
Issues Four Revision Standards 


The National Fire Protection Associa- 
tion has issued the following four re- 
vision standards available at association 
headquarters, 60 Batterymarch Street, 
Boston, 10, Mass.: 

No. 403, “Aircraft Rescue and Fire 
F —, Services for Airports and Heli- 
ports”; No. 407, “Aircraft Fueling on the 
Ground” ; No. 410B “Aircraft Breathing 
Oxygen * Socata Maintenance Opera- 
tions,” and No. 415 “Aircraft Fueling 
Ramp Drainage.” 

The 1961 revision (No. 403) is designed 
specifically to aid airport management in 
selecting the right number of vehicles 
for fire fighting and aircraft rescue oper- 
ations where more than one appliance is 
needed. This guide, officially adopted by 
the Federal Aviation Agency, was de- 
veloped by the NFPA sectional commit- 


tee on aircraft rescue and fire fighting 
under the chairmanship of Robert C. 
Byrus, director of University of Mary- 


land’s Fire Service Extension. 
this 64-page guide are $1.00. 

New revision, (No. 407) recently 
adopted by the NFPA at its annual meet- 
ing, clarifies recommendations on emer- 
gency controls on aircraft fuel servicing 
tank vehicles and imposes limitations on 
conductive type fuel hose as a method 
of securing static bonding during fuel- 
ing operations. 

In addition, the 1961 edition of 
standard includes a revision of the rec- 
ommendations on the piping to be em- 
ployed in airport fixed fueling systems to 
give designers more latitude in the se- 
lection of materials to be used. 

This standard, which is widely referred 
to as a guide to good practice, was de- 
veloped by the NFPA sectional com- 
mittee on aircraft fuel servicing headed 
by J. A. O’Donnell, ground safety man- 
ager for American Airlines. Copies of 
this 56-page standard are $.75. 

The 1961 edition (No. 410B) includes 
for the first time recommendations cov- 
ering the design safeguards to be incor- 
porated 1 in mobile aircraft oxygen charg- 
ing equipment. It is pointed out that 
charging of fixed aircraft oxygen cylin- 
der systems aboard aircraft can only be 
done with safety by rigidly complying 
with these recommendations. 

Widely referred to as a guide to good 
practice, this standard has been de- 
veloped by the NFPA sectional com- 


Copies of 


the 





mittee on aircraft maintenance and serv- 
icing under the chairmanship of Joseph 
C, Ohase, maintenance and equipment 
director for Flight Safety Foundation. 
—" of this 20-page standard are 


New standard (No. 415) recommends 
methods of controlling fuel which may 
be spilled on an aircraft fueling ramp. 
Among other efforts to minimize danger 
from fuel spills, the standard recom- 
mends a ramp slope from terminals, 
hangars, fingers and other structures of 
at least one percent for the first 50 
feet. It also prohibits aircraft from 
parking over any drainage system outlet. 

This standard which was developed 
by the NFPA sectional committee on 
aircraft hangars and airpoft facilities 
under the chairmanship of Herman F. 
Blumel, Jr., facilities engineer, American 
Airlines, was adopted at the international 
Association’s recent annual meeting. 
Copies of the 8-page guide are $.50. 


* * * 


Swedish Researcher Spends Day at 
Washington National’s Home Office 


Arne Derefeldt of the Swedish Gov- 
ernment’s Council for Personnel Admin- 
istration recently spent the day in the 
home office of Washington National In- 
surance Co., Evanston, IIL, as the special 
guest of Executive Vice ‘President C. H. 
Kendall; J. L. Elliott, second vice presi- 
dent in charge of marketing, and third 
vice president, W. J. Herrmann, director 
of Group operations and chairman of 
the personnel committee 

Mr. Derefeldt is in charge of the coun- 
cil’s research and consultation which, 
though attached to the government, per- 
forms many of the same functions as the 
National Association of Mz anufacurers 
here in the United States. He is in this 
country for a six months study-tour of 
American industries and universities un- 
der the auspices of the Swedish Amer- 
ican Foundation, 

In preparing his itinerary Mr. Dere- 
feldt consulted with the United States 
Chamber of Commerce in Washington, 
D. C., and was told that Washington Na- 
tional’s programs for internal communi- 
cations, management development, train- 
ing of supervisory office personnel and 
personnel testing were outstanding. For 
this reason he specified the Evanston 
home office of the insurance companies 
as one of the American institutions he 
wished to visit and to study. 

During his day at the Washington Na- 
ticnal home office he was supplied with 
oral and documentary information about 
the company’s operations in those areas 
on which he had come to conduct re- 
search. 

Queried as to the state of the insurance 
industry in Sweden, where the govern- 
ment has encroached in a variety of fields 
of enterprise, he stated that the industry 
is growing, due to an increasing popular 
demand for Group life insurance. 

Other stops during his visit in the 
United States will be: Rutgers Univer- 
sity and University of Wisconsin (where 
special research has been conducted in 
the field of personnel relations) as well 
as other universities and a variety of 
business and manufacturing firms. 


* * * 


A German Multi-Millionaire 


Fortune Magazine runs as its lead 
story in the August issue the tremendous 
economic comeback of Germany since 
the second World War. In the ten-year 
period from 1950 to 1960 its exports went 
from $2 billion to $11.4 billion. Among 
the nations it is now the second largest 
manufacturer of automobiles. 

The article contains pictures of 
leading German business men, one fea- 
tured being Rudolph-August Oecetker. 
Fortune says that he started as a banker 
and after the war embarked in other 
fields. Entering the shipping business, he 
gradually acquired | 60 ships. “Then he 
entered insurance,” Fortune continued, 
“initially to underwrite his fleet.” The 
magazine estimates his current ig on 
as $500 million. Shy of publicity ihe has 
never been interviewed in the United 
States, for instance. 
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Eight Mutuals Form 
Preferred Risk Assn. 


INCREASE FIRE CAPACITY 


Companies Have Combined Assets of 
Over $148,000,000; David W. Bonney 


Named General Manager 


TO 


mpanies with 
han $148,000,- 
— 

capacity ot 


Eight mutual insurance c 
‘ombined assets of mor 
000 have formed a new vi 


ciation that 


asso- 


increases the 


each of its members to w rite f fire insur- 
ance on the growing numbers of large 
preferred risks. Known as the Devco 
Mutual Association, it is heade d by 
Arthur A. Alderfer, president of the Har- 


leyville (Pa.) ‘phi “e C ompanies, as 
chairman of the poee ne ng committee 
According to Mr. lerfer, Devco has 


established ee ome in Media, and 





has named David W. Bonney, former 
assistant secretary and chief engineer of 
the Mutual Fire Inspection Bureau of 
New England, as general manager. 
Members of the association are: Bad- 
ver Mutual, Milwaukee; Celina Mutual 
Celina, Ohio; Hartford Mutual, Bel Air, 
Md.; Harleysville oe al, Har ta 
Pa.: Lititz Mutual, , Pa.: Meric 





P sai no lla 
Mutual Cas- 
Mutual, Shel- 


Mutual, se iach 
Threshermen and Farmers 
ualty, Harrisburg; Shelby 
by, Ohio. 

“As of the end of 1960, the companies 
had combined assets of $148,543,614; sur- 
pluses of $43,317,921. Each company op- 
erates under the American Agency Sys- 
tem, ibes to the deviation prin- 
ciple and has minimum assets of $5,000,- 
000, surplus of at least $2,000,000. 

“Not only d association make it 
i r the member companies to han- 
dle g e policies ($250,000 is the expected 
mini enneh: said Devco Chairman Alder- 
“it also makes the advantages and 
avings inherent in mutual insurance 
more readily available to a_ rapidly 
ing market.” Devco plans to insure 
arily preferred classes of insurance 
he outset, Devco will operate in 12 
and the Distri of Columbia: 


subscer 


ves the 














Delaware, Florida, Indiana, Maryland, 
Michigan, New Jersey, wrth Carolin: 

Ohio, Pennsylvania, \ Wea Vir- 
ginia and Wisconsin The Meee ) mem- 


their preterrea 


arned through loss 
Devco will es- 


bers plan to 
policyhol ders savings ez 
prevention. To this end, 

tablish a loss-prevention engineering de- 
partment to help policyholders plan and 
their hre 


pass on to 


iniprove safety programs and 
equipment. 
Devco Mutual Association’s general 


manager, David W. Bonney, has ined 


Crum & Forster Group 
Premiums Increase 4% 


HALF YEAR FIGURES ISSUED 
Assets Rise to Nearly $400,000,000; Net 
Operating Earnings Down Due to 
Larger Vaderentiing Losses 


Net operating earnings of the Crum & 
Group of Insurance Companies 
or the first six months of this year were 
$1,150,316 as compared with $3,228,443 for 
the same period of 1960. Continued 
growth in premium volume is evidenced 
by the increase of 4.03% in net premiums 
written of $74,770,077. 


rster 


The group’s net loss from underwrit- 
ing on a statutory basis was $3,993,543 
For the comparable period of 1960 the 


was $1,623,933. The ratio of losses 
and loss expenses incurred to premiums 
earned was 63.21% as compared with 
58.59%. The ratio of expenses and taxes 
incurred, excluding Federal income taxes, 
to net preminms written was 40.32% as 
compared with 40.19%. The net invest- 
ment income earned ‘of $5,364,598 was 
5.73% above that for the same period in 
he previous year. 


Admitted Assets Rise 


On June 30, the total admitted assets 
of the group at Insurance Department 
values were $396,772,165, an increase of 
$21,601,727 for the six-month period. 
Contingency reserves, representing the 
differences between the values of secur- 
ities carried in assets and the values 
thereof based on June 30, 1961 market 
quotations, totaled $5,488,332, an increase 
of $853,803 for the open 

After increases of $2,104,135 in the loss 
reserves and $3,774,850 in the unearned 
premium reserves during the first six 
months of this year, the surplus was 
$203,964,081, an increase of $19,060,112 for 
the period, Surplus to policyholders was 
$221,752,413. The extended coverage, 
Homeowners and crop-hail classes were 
adversely affected by numerous hail and 


loss 





wind storms that occurred from March 
through June. 

nearly 15 years’ experience in fire insur- 
ance safety engineering. He was field 


engineer for the Mutual Fire Inspection 
Bureau of New England, Salem, Mass., 
from 1946 to 1949. Then he was pro- 
moted to chief engineer and, in 1956, be- 


came assistant secretary of the bureau. 
He is a member of the National Fire 
Protection Association and of the Asso- 
ciation of Mutual Fire Insurance Engi- 


neers 
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Consultants 


best. 











REINSURANCE 
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Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


AND BAIRD 


Intermediaries 








123 William Street, New York 38, N. Y. 
WOrth 4-1981 





Fireman’s Fund Reports 
Decline in Earnings 


UNDERWRITING LOSS HIGHER 


Investment Income Favorable; Total 
Assets as of June 30 Were $602,000 000, 
Up $19,000,000 


While operations in the first six 
months of this year produced a net 
profit of $1, 600,000 for Fireman’s Fund 
Insurance Co. and its affiliates, earnings 
were reported at 86¢ a share, as com- 


eevee. emae seers 


Siete et sieiiiaeels 


JAMES F. 


CRAFTS 


pared with $1.98 for the same period last 
year. Earnings do not include realized 
gain or loss on sales of investments but 
do include increase in the equity in the 
unearned premium reserve. 

In his mid-year report to shareholders 
President James F. Crafts said that un 
derwriting results were adversely influ- 
enced by the period’s unusually severe 
weather conditions which brought about 
increased frequency and_ severity of 
claims in the company’s large fire, inland 
marine and automobile classifications of 
business. 

Investment income, he pointed out, 
continued favorable and improving com- 
mon stock prices since the end of last 
year resulted in an increase in share- 
holders’ equity, including a 35% equity 
in the unearned premium reserve, from 
$71.41 a share to $75.85 as of June 30. 

During the period, earned premiums 
advanced to $127,000,000 over the $124,- 
000,000 reported for the comparable 
period last year. An underwriting loss 
on the Statutory basis of $6,100,000 com- 

pared with a loss of $2,400,000 a year ago. 
fnoanes from investments was $7,700,000, 
an increase of $225,000 over 1960. Total 
sissets of $602,000,000 compared with 
$583,000,000 a year ago. Surplus to policy- 
holders on June 30 was $210,000,000 
against $193,000,000 on December 31 
last. 


Plan NAIC Meeting 


Hugh L, Tollack, executive secretary 
of the National Association of Insurance 
Commissioners was in Dallas this week 
to attend a meeting of the steering com- 
mittee for the mid-winter meeting of 
Insurance Commissioners to be held in 
Dallas, December 4-8. W. H. Painter is 
chairman of the committee. Mr. Tollack 
made the trip from Chicago to meet with 
each of the chairmen of the standing 
committees who will arrange the various 
functions for the December meeting. 

Others in attendance included William 
H. Harrison, Commissioner of Insurance 
for Texas, and Paul Connor, Deputy 
Commissioner and assistant to the Com- 
missioner. 


Bulkley Retiring As 
Springfield Executive 


WAS LOSS VICE PRESIDENT 

Served in Insurance 44 Years as Engi- 

neer, Fieldman, Department Manager 
and Vice President 


Grant Bulkley , well known and highly 
respected vice president in charge of 
losses of the Springfield-Monarch Com- 
panies at Springfield, Mass. is retiring 
after 31 years with the Springfield. He 





GRANT 


BULKLEY 


was honored a retirement party re- 
cently given by fellow senior officers and 
associates at the Colony Club in Spring- 
field. S. Dwight Parker, board chair- 
man, was toastmaster. 

Mr. Bulkley is a graduate of Sheffield 
School at Yale, Class of 1917, where he 
was a member of Alpha Sigma Phi fra- 
ternity. He entered insurance as an 


engineer with the National Board of 
Fire Underwriters and held this post 
until 1920. After serving as a special 


agent in the New York and New Eng- 
land fields he joined the Springfield 
at San Francisco in 1930. 
Two years later Mr. 
deputy m: unager of the Pacific depart- 
ment and in 1936 was transferred to 
Chicago, In 1939 he went to the home 
office in Springfield os vice pres- 


Bulkley became 


ident in charge of the Canadian depart- 
ment. 
From 1943, for years he handled loss 


department operations in the Eastern 
department until elevated to the post as 
head of all loss operations for the group 
in the United States and Canada. He is 
a past president of the Loss Executives 
Association and of the New England 
Claims Executives’ Conference, has 
served on important committees of the 
National Board of Fire Underwriters 
and been active in the New York Ex- 
Fieldmen’s Society. He has also been 
ch: ae of the conference committee 
of the General Adjustment Bureau. 


Fire Losses Rise 12% 

Estimated fire losses in the United 
States during July amounted to $93,113,- 
000, the National Board of Fire Under- 
writers reports. This loss represents an 
increase of 12.2% over losses of $82,- 
998,000 reported for July, 1960, and a de- 
crease of 9.9% under losses of $103,348,- 
000 for June of this year, according to 
Lewis A. Vincent, NBFU’s general man- 
ager. 


Losses for 
1961 now 
of 108% 
1960, 
000. 


the first seven months of 
total $728,130,000, an increase 
from the first seven months of 
when they amounted to $656,969,- 
These estimated losses include an 


allowance for uninsured and unreported 
losses. 
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Blum Agency Locale for NAIA Ad 
Film to be Seen at Dallas Meeting 





Frank Schaffer, vice president of Doremus & Company (left), “Buzz” Learned, 
NAIA 1962 advertising chairman, (center) and Val Forcier, NAIA advertising co- 


ordinator, make on-the-spot changes 


in the 


National Association of Insur- 


ance Agents film. Shot “on location” at the Walter H. Blum Insurance Agency in 


Rockaway Park, N. Y., 
advertising program of ‘NAIA for 1962. 


The 


\gent’s fifth annual advertising presenta- 


National Association of Insurance 


tion, a 30-minute sound motion picture, 


has been readied in time for presentation 
at the NATA’s 65th annual convention to 
held in Dallas, September 25-27, ac- 
cording to James R. (Mathews, director 
Mr. Mathews said this 
year’s film is the first ever shot on loca- 
tion. It was filmed in suburban Rock- 
away Park on the outskirts of New York 
City at the Walter H. Blum & Sons In- 
surance Agency, renamed for the oc- 
casion, the Town Insurance Agency. 

To give an authentic feeling to the 
new film, Doremus & Company, NAIA’s 
advertising agency, thought it would be 
appropriate to shoot the scenes in and 
around a typical independent agent’s 
office. They selected the Blum Agency 
as a typical “small town” office and its 
accessibility to New York made it con- 
venient for the technical personnel in- 
volved in shooting the picture. 

The Blum Agency, founded in 1923, is 
headed by Arthur Blum, state national 
director for New York, and his brothers, 
William and Walter. 

The stars of the 1962 production are 
familiar to NATA members—Cooper M 
1961 NAIA 


of advertising. 


Cubbedge, vice pres dent; 
Eben “Buzz” Learned, Jr.. NAIA’s 1962 
a lvertising , chairman, and  Valmore 


Forcier, NAIA advertising coordinator. 





Robert L. Hurley Named 
Inter-Regional Actuary 


Robert L. Hurley, who has been asso- 

‘iated with the Liberty Mutual Fire, has 
joined the staff of Inter-Regional Insur- 
ance Conference as actuary, Kent H. 
Pushes, general manager, announces. 

Mr. Hurley was graduated from Boston 
College in 1934, and in 1936 received 
his Master’s degree from Harvard Uni- 
versity. He became a Fellow of the Cas- 
ualty Actuarial Society in 1955. With 
Liberty Mutual, he was active in fire, 
allied lines and multi-peril development 
work, 

“Mr. Hurley brings to the staff of 
Inter-Regional Insurance Conference a 
very full background of actuarial expe- 
rience in these fields,’ Mr. Parker said. 
Mr. Hurley has had many articles and 
papers on actuarial matters published, 
and he is the author of “Fire Insurance 
Credibilities,” initially published in the 
the Casualty Actuarial 


Proceedings of 
Society. 





the half-hour sound movie details the complete national 


The half-hour film details the complete 
national advertising program of NAIA 
for 1962 and shows the use that will be 
made of the various advertisements for 
different media. The 1962 advertising 
program is the fifth annual program in 
NAIA’s effort and features a special 
new ‘promotion entitled “Protection 
Week.” 

In 1962, with a budget of $1,500,000, na- 
tional advertising will appear in Time, 
U News & World Report, Life 


and 


Saturday Evening Post. NBC network 
radio as well as television will also be 
used, 


The 1962 national advertising program 
is specially designed to carry the local 
agent’ s fight against direct writer com- 
petition into high gear, and to assist 
agents in obtaining new clients and in- 
creasing business from old customers. 
NAIA’s program is the only continuing 
national advertising effort of its 


size 

supported entirely by voluntary contri- 
butions of its members. 

The may script was written and pro- 


duced by Axelander Benn, vice pres- 
ident of 1 io & Co., and the filming 
was supervised by Jennifer Ryan, who 
heads the Doremus film department. The 
shooting was done over a_ three-day 
period and directed by Gerald E. Weiler 
of Vavin, Inc., film producers. 


Many Churches Without 


Adequate Insurance Coverage 

Adequate insurance coverage for 
churches is outlined i in an article by Rob- 
ert H. Heinze in the 


current issue of 
“Presbyterian Life,” published by the 
United Presbyterian Church in the 
United States. Mr. Heinze is general 
manager of “Presbyterian Life” and the 
article is based upon more than 9,100 
questionnaires sent to United Presby- 
terian congregations. This survey re 
veals that many congregations have 


given too little attention to safeguarding 
themselves and others. 

Over 60% of the responding churches 
carry public liability, but many have 
small amounts only and others are in- 
adequately covered. The new public and 
institutional property form is being rec- 
ommended, as too many churches are 
not fully insured against property risks. 
Replacement value coverage is likewise 
supported by the author, who also rec 
ommends churches get good advice on 
insurance by consulting member local 
agents or brokers. 


Royal-Globe Figures for 1961 


Clarke Smith, president of the Royal- 
Globe Insurance Companies, said that 
net premiums written for the first six 
months of 1951 amounted to $125,902,573, 
a decrease of $3,193,576. Underwriting 
operations, before Federal income tax, 
produced a statutory loss of $4,582,727 
as compared with a statutory profit of 
$1,689,721 for the same period last year. 

Investment income earned, after ex- 
penses but before Solaeel income tax, 
was ($7,240,881, a decrease of $231,357 
compared with the same period last year. 
For the first half of 1961, combined un- 
derwriting and investment profit before 
Federal income tax was $2,648,154, a de- 
crease of $6,513,805 compared with the 
figures for the first six months of 1990 

On an actual market value basis, total 
assets of the Royal-Globe Insurance 
Companies amounted to $553,664,042, an 





College Scholarship Data 
At Syracuse Fair Booth 


College scholarships are available to 
a limited number of qualified high school 
students of eastern communities, who are 
interested in becoming fire protection 
engineers. Administered by _ Inter- 
Regional Insurance Conference Scholar- 
ship Committee, New York City, on be- 
half of the seven eastern fire insurance 
rating bureaus, these fire protection 
scholarships are to the University of 
Maryland, College of Engineering. 

They provide full tuition, room, board 
and various fees ae in addition, the suc- 
cessful applicants are assured of em- 
ployment at one of the participating rat- 
ing bureaus during summer vacations 
and for four years following graduation. 

High school students in New York 
State interested in pursuing a career in 
fire protection engineering may obtain 
particulars and a scholarship application 
by visiting the booth sponsored and 
maintained by the Insurance Council of 
Syracuse at the State Fair beginning 


September 1 through September 9. Rep- 
resentatives of more than 40 leading 
capital stock insurance companies will 


be on hand during Fair Week to answer 
inquiries. 
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increase of $7,536,824, and policyholders’ 
surplus amounted to $212,326,014, an in- 
crease of $9,623,468 since December 31, 
1960. On an Insurance Department basis 
of valuation of securities, the total assets 
of the companies amounted to $578,117,779 
and policyholders’ surplus amounted to 
$236,779,751. 

The losses and loss expenses incurred 
were 65.2% of premiums earned. In- 
curred general expenses, 


including com- 
missions, were 37.0% of premiums writ- 
ten, of which taxes other than Federal 
income tax were 3.5%. 


EXCELSIOR DIVIDEND 

Pig dings of Excelsior Insurance Co 

f New York at Syracuse have declared 
a ggeces Mt quarterly dividend of ten cents 
a share payable September 19 to stock- 
holders of record Septemer 5. This is 
the 69th consecutive dividend paid by 
the company since it started a regular 
dividend program in 1936. The company 
has nearly 2,200 stockholders, most of 
whom are associated with its nearly 
1,000 agencies in 14 states. 
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“WANDA" 


Wohlreich & Anderson 
Ltd. 


B. J. DAENZER, PRESIDENT 


55 JOHN STREET 
NEW YORK, N .Y. 
Digby 9-3020 


DO IT YOURSELF KIT 
FOR "ALL RISK" 


Buildings—Contents—U. & O. 
All Perils Included 
Flood—Earthquake— 
Burglary—Water—Damage 
—Collapse—Transit 


"Wanda" will help you design 
a cover to fit your clients’ needs. 
All Risk protection available for 
principal and “other” locations. 


Written as First Loss, Full 
Cover or Parasol. Deductibles 
of your choice from $250 up. 
"Wanda" know-how is available 
to all Brokers and Agents. 


Please give me full information on 
your facilities. iad 


Name 





Address __ 





City _ 





Phone 





Mail to "WANDA" 
55 John Street, N. Y. C. 


"Wanda solves your problems” 
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Streit Buffalo Manager 
Donald G. 
to regional 


Streit has been promoted 
Buffalo, N. Y., 
Fred S. James & Co. He succeeds 
Bruce G. Locke, resident vice president 
and manager there for seven years, who 
has been named regional manager at 


Pittsburgh 


manager at 


for 





Mr. Streit joined the Buffalo office five 
years ago, and for the past two years 
as headed its life and accident depart- 
men 


KENNEDY CAMDEN SPECIAL 








The Camden Fire Insurance Associa- 
tion announces appointment of John W 
Kennedy as special agent for southern 
Illinois and eastern Missouri. Mr. Ken- 
nedy, who is a graduate of Rutgers Uni- 
versity and the ( amden’ s field training 
school, will have his headquarters with 
State Agent Herbert A. Elkin at Spring- 


Stevenson State Agent 


In Pa. for Ohio Farmers 
John W. Stevenson h 
the eastern 
Ohio 


LeRoy, 


as been appointed 
state 
field 
ance C 
Hines, 


eastern 


Pennsylvania 
Farmers Insur- 
Ohio. Vance 
vice president and manager of the 
department, Philadelphia, an- 
nounced the appointment. 

Mr. Stevenson joined Ohio 
in 1947 as an accountant in the 
department Philadelphia office. 
transferred to the fire underwriting de- 
partment in 1948 and appointed special 
the eastern Pennsylvania field 


agent in 
office for 


ympanies, 


Farmers 
eastern 
He was 


GENERAL AMERICA EARNINGS 

Net earning the General America 
Corp. of Seattle and subsidiaries for the 
first six months of 1961 totaled $5,221,- 
532 equal to $5.01 a share. 


tor 












LONDON «+ PARIS 
VANCOUVER °« 


~~. MUNICH 


RL 


OFFICES LIMITED 
REINSURANCE 


116 JOHN STREET - NEW YORK 38, N. Y. 
4665 CALIFORNIA STREET + SAN FRANCISCO, CAL. 


MONTREAL « 



















* SYDNEY © TORONTO 


MEXICO CITY 






REINSURANCE 
COMPANY 


UNITED STATES BRANCH 





Multiple 
me 


Reinsurance 


EXECUTIVE OFFICE. (= ks 


410 PARK AVENUE « 


NEW YORK 22, 'N. Y. 


SOUTHERN DEPARTMENT... ATLANTA. 


MIDWEST DEPARTMENT...CHICAGO 





ee BENE vod oo BEDS ewe 





ge ha Bien, 








Boyajian Named Actuary 
Of the National Board 


John H, Boyajian has joined the Na- 
tional Board of Fire Underwriters as 
actuary, Lewis A. Vincent, general man- 
ager, announces. Mr. Boyajian comes to 
the National Board from the California 
Inspection Rating Bureau in San Fran- 
cisco where he had been actuary since 
1954. 

Mr. Boyajian received his education at 
Northeastern University in Boston, from 
which he graduated in 1941 with a Bach- 
elor of Science degree in mathematics 
and physics. In 1941-42 he was a teach- 
ing fellow in physics at the University. 
He entered the Navy in 1942, serving 
four years as a lieutenant in the United 
States Naval Reserve. 

In 1946 he was named assi iste int actuary 
of the National Council on Compensation 
Insurance. In 1956 he became a fellow of 
the Casualty Actuarial Society, 


Zurich-American Auto 


Rate Reductions in Pa. 
The Zurich-American Insurance Com- 
pamies announce statewide rate reduc- 
tions in ‘Pennsylvania, for physical dam- 
age insurance on private passenger auto- 
mobiles written in the Zurich Insurance 
Co. Also, effective September 1, reduc- 
tions will be made under the MERIT- 
matic Automobile Plan in the American 
Guarantee and Liability Insurance Co. 
Collision rates will be decreased by 
¢ and comprehensive rates by 14% in 
both companies. The revised rates will 
apply to all policies written or renewed 
after the effective dates. MERITmatic 
Automobile Insurance was introduced in 
Peunsylvania in 1959, 


Qc 


Sherrill and Rhodes 
Named Hartford Specials 


Christopher R. Sherrill and William 
G. Rhodes have been appointed special 
agents in Pennsylvania for the Hartford 
Fire. Mr. Sherrill will have headquar- 
ters at the Hartford Group’s eraser 


ofhce, and Mr. Rhodes at Philadelphia. 

Both men joined the company in Feb- 
ruary, 1960, at the home office where 
they have c mpleted extensive special 
training. Mr. Sherrill is a graduate of 
Geneva College and attended Princeton 
University. Mr. Rhodes was graduated 
from St. Thomas Seminary and Provi- 
dence College 


Rowland Claims Secretary 


Election of Jay M. Rowland, Jr., as 
claims secretary of Preferred Insurance 
Co. of Grand Rapids, Mich., is an- 
nounced. Under supervision of Mr. Row- 
land, the field claim personnel have been 


upgraded and claims handling  proce- 
dures streamlined since April when he 
joined the company as superintendent of 
claims, 


Mr. Rowland went with Preferred with 
a record of progress in 
ment and administrative 
the five mats prior to joining Preferred, 
Mr. Rowland was with Allstate Insur- 
ance Co. where his duties included con- 
trol of claims reserves and supervising 
of the company’s reserving policies for 
a four-state area. Mr. Rowland grad- 
uated from Tulane University where he 
received his LL.B. degree in 1948. 


claims adjust- 
experience, In 


PREFERRED ENTERS R. I. 


\dmission of Preferred Insurance Co. 
to Rhode Island is announced by Alfred 
r. Curlee, vice president of the com- 


pany. Founded in 1927, with home office 
in Grand Rapids, Mich., Preferred now 
operates in 44 states and the District of 


Columbia. The company maintains dis- 
trict offices in Massachusetts, Florida, 
Georgia, Ohio, Texas, Colorado, and IIli- 
nois. 


Glens Falls Group 
Sets New Records 


PREMIUMS, ASSETS AT NEW TOP 


Likewise Capital Funds and Investment 
Income; Underwriting Loss is 


Higher Than in 1961 


The Glens Falls Insurance Co. reports 
new records for premium writings , assets, 
capital funds, and investment income for 
the first six months of 1961. An under- 
writing loss of $2,827,184 reduced by in- 
vestment income of $2,368,836 developed a 
net operating loss of $495,077 or 35 cents 
a share. The results of Kansas City Fire 
and Marine Insurance Co., which was 
100% acquired during the first six months 

f 1961, are included. 

Premiums written of $50,040,222 
sented an increase of 11.1% over the 
first six months of 1960. Fire and home- 
owners lines of business showed sizeable 
gains in premium volume, while automo- 
bile writing were reduced. 

Losses and Expenses 
underwriting loss was caused 
mainly by severe fire losses experienced 
during the winter. During the spring 
numerous catastrophic wind and_ hail 
storms, which affected many areas in 
the midwestern and _ southern states, 
plagued the company and the industry. 
The loss ratio on automobile business 
which has been the major problem class 
in recent years, showed considerable im- 
provement. 

A loss and loss expense ratio of 64.1% 
to earned premiums and an underwrit- 
ing expense ratio of 39.8% to written 
premiums developed a combined under- 
writing ratio of 103.9% for the first six 
months of 1961. The combined ratio of 
100.6% for the second quarter showed a 
significant improvement over 107.3% 
recorded for the first three months. 

Assets of $201,235,591 and capital funds 
of $69,409,108 as of June 30, 1961, com- 
pared with $182,672,809 and $60,712,608 
at year end 1960 

Last week Glens Falls’ ownership of 
the National Life Assurance of Canada 
was increased to over 76% by the pur- 
chase of additional shares. The life affi- 
liate of the Glens Falls Group continued 
to show good progress during the first 
six months of 1961, with life insurance 
in force increasing by $34 million to $728 
million, including an allowance of $262 
million for annuities. National Life of 
Canada is now licensed in 31 states and 
writing business in 15, 


repre- 


The 


General Re Opens 
Chicago Regional Office 


The General Reinsurance Corp, has 
opened a regional office in Chicago to 
handle facultative reinsurance. Joseph L. 
Kelley, manager, was previously a facul- 
tative underwriter in the company’s New 
York City headquarters. 

The north central area served by 
new office embraces Illinois, 
Michigan and Wisconsin. The 
Re also maintains regional 
Kansas City and Los 


this 
Indiana, 
General 
offices in 
Angeles. 


Homeowners in N. Mex. 

Insurance costs to New Mexico home 
owners will be reduced 10 to 15% if an 
insurance rate filing, now pending before 
the New Mexico Insurance Department, 
is approved, according to an announce- 
ment by R. H. Harmon, manager, Moun- 
tain States Inspection Bureau, Denver. 
In additon to the lower insurance rates, 
the bureau proposes to increase basic lia- 
bility coverages from $10,000 to $25,000 
and up medical payments from $250 to 
$500. Higher limits will be available upon 
the payment of additional premiums. 

“It will be possible for insurance buy- 
ers to save additional sums of money 
by ‘buying homeowners’ policies with the 
various deductible options,” Mr. Harmon 
said. “The deductibles are eliminated 
when a claim exceeds $500.” 
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Automated Agency Manual to be 
Introduced at NAIA Dallas Meet 


A procedural manual on automated 
agency accounting, published by the Na- 
sional Association of Insurance Agents, 
will be introduced and made available 
at the association’s 65th annual meeting 
n Dallas, Texas, September 24-27, it is 
innounced by NAIA President Porter 
Ellis, CPCU. The procedural manual, 
which concerns itself with the details of 
insurance agency accounting, will be 
made available to all interested NAIA 
member agents. The purpose of the 
manual is to offer a standardized basic 
method of automated accounting from 
which each independent agency can 
formulate its own individual data proc- 
essing procedure with various service 
centers throughout the country. 

The manual will be introduced and 
explained by Arthur F. Blum, Rock- 
away Park, N. Y., chairman of the NA- 
[A special committee on automated 
iwency accounting, at a workshop on 
Tuesday, September 26. In addition to 
this accounting system recommended by 
the National Association, three national 
data processing organizations will dis- 
cuss their automated accounting systems 
to the delegates in a panel session. The 
American Agency Management Bureau’s 
system will be explained by Robert 
Burns of Washington, D, C., and Eu- 
gene A. Toale, Recording and Statistical 
Corp., will explain its data processing 
operation. Rounding out the panel will 
be John P. Shanley, Jr. of The Service 
Bureau Corporation, a 
IBM. 

Walter E. North, Bridgeport, Conn., 
a member of the special committee on 
automated agency accounting, will also 
participate at the workshop which will 
be moderated by Mr. Blum, After the 
introduction of NAIA’s new procedural 
manual, and a 15-minute presentation by 
each of the three panelists, the panel will 
entertain questions from the floor. 

Chis automation seminar promises to 
be one of the features of the convention 
program which is headed by General 
Nathan F, Twining who will address the 
closing general session, and includes G. 


subsidiary of 


Herbert True on sales creativity and 
noted labor columnist Victor Riesel. 
Ladies’ Program 
[he ladies’ program for the Dallas 
convention is now complete. On Mon- 
day morning, September 25, the ladies 


will be entertained at a Champagne 
breakfast, shortly after which they will 
board buses to the recently opened Six 
Flags Over Texas, 105-acre entertain- 
ment center. This portion of the ladies’ 
program replaces a tour of the City of 
Dallas, originally contemplated. Over 
40 major attractions, ranging from var- 
lous rides and entertainment functions 
to restaurants and unique gift shops, are 
offered at Six Flags Over Texas, Pic- 
turesque markets and bazaars will be 





Package Farm and Ranch 
Policy for Texas Risks 


_ Approval of a standard package policy 
for farm and ranch property in Texas, 
similar in many respects to the familiar 
homeowners, is announced by the Board 
of Insurance after several years of study 
In cooperation with the industry. The 
new policy will become effective October 
1 and the board has announced that 
rules, rates and forms to be used with 
it will be released shortly. 

The FRO policy, as it is called, has 
two sections. No. 1 covers the dwelling, 
unscheduled household goods and per- 
sonal effects, scheduled personal prop- 
erty and scheduled farm and ranch prop- 
erty, as provided by endorsements. No. 
2 covers personal liability and physical 
damage to property of other, each on an 
occurrence basis, and personal medical 
payments. 


seen in the Mexican section, and the 
ladies will witness tribal dances at the 
Indiana section. 

Tuesday, September 26, will find the 
ladies at brunch at the Sheraton-Dallas 
Hotel and a style show by Nieman- 
Marcus. 
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“Spinning-Coin” Engine 
Marine Cover by INA 


Insurance Company of North America 
has issued an inland marine floater to 
cover loss and/or damage to the proto- 
type model of the revolutionary Selwood 
Orbital Engine. The Orbital, or “Spin- 
ning-Coin” engine as it is called, is 
described in the engineering press as a 
major break through in engine design. 
It was developed and produced by Wil- 
liam R. Selwood, Ltd., Chandler’s Ford, 


ONE OSIM PI 8: Tr aeadilall 


Proven Symbols of Professional Service 


Hampshire, England. 

The new engine, it is claimed, combines 
the high thermodynamic efficiency of 
the conventional piston engine with the 
low associated with the gas 
turbine type power plant. Accordingly, 
it is said the engine develops great 
power with little friction and with an 
uneaqualled power to weight ratio. 

The Citadel (New Forest) Ltd., repre- 
sented INA in the unusual insurance 
coverage in cooperation with INA’s 
London office of which C. W. E. Ingle, 
is non-marine manager. 


stresses 
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recognition, extra income. Don’t miss the deadline. Call him today. 
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American and British Winners of 
Anglo-American Fellowship Award 


The American winner for 1961 of the 
Anglo-American Fellowship awarded an- 
nually by the School of Insurance of the 
Insurance Society of New York and 
sponsored by Agency Managers Limited 
of New York, and the British winner of 





BRIAN R. BURROWS 


London 


a similar Fellowship administered by the 
Corporation of Insurance Brokers and 
sponsored by B. D. Cooke & Partners 
Limited, London, have been announced. 
They are William P. Barrett of Albert 
Willcox & Co., Inc., New York, for the 
American Fellowship, and Brian R. Bur- 
rows of Edward Lumley & Sons, Lim- 
ited, for the London counterpart 

The American Fellowship consists of a 
six weeks all expense paid trip to Eng- 
land for the purpose of first hand study 
of the operations of the British reinsur- 
ance market. The British Fellowship 
works in the opposite direction, provid- 
ing a six weeks visit to the American 
insurance market by the London win- 
ner. 


The Fellowship was established sev- 


eral years ago for the purpose of en- 
couraging a greater interest in and a 
better understanding of reinsurance 
problems and operations in both the 
American and British markets on the 
part of those who work in their opposite 





WILLIAM P. BARRETT 


ew York 


fields, according to Ben D. Cooke, pres- 
ident of Agency Managers and chairman 
of B. D. Cooke & Partners. 

In New York the Anglo-American Fel- 
lowship is awarded under the auspices of 
the School of Insurance of the Insurance 
Society of New York. Any student at 
the school, age 35 or under, who is a 
citizen or permanent resident of the 
United States, is eligible to compete for 
this annual award. Candidates are judged 
by character, an examination, and an 
essay on reinsurance. The winner is 
selected by the school authorities who, 
wholly independent of the sponsor, 
establish the criteria for the Fellowship 
competition 

The British Fellowship is administered 
by the Corporation of Insurance Bro- 
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kers in accordance with criteria set by 
that organization. The object of the 
Fellowship awarded in London is to en- 
courage a fuller understanding by British 
insurance men of the problems of their 
American correspondents, and also to 
encourage the maintenance and exten- 
sion of friendly personal relations be- 
tween insurance people of the two coun- 
tries. 

The American winner, Mr. Barrett, 
leaves for London on Sunday, Septem- 
ber 3, from International Airport by 
BOAC first class flight. Mr. Barrett is 
28 years of age. He attended Columbia 
University from 1955 to 1958, after serv- 
ing with the air branch of the United 
States Navy in the Pacific and the 
Mediterranean. He was with Mendes & 
Mount until 1960, when he jo:ned Albert 
Willcox & Co. 

The British winner, Brian R. Bur- 
rows, will arrive in New York for his 
six weeks stay in the United States in 
the latter part of September. He is 27 
years of age and a broker at Lloyd’s. 
He joined Edward Lumley & Sons 10 
years ago. After several years in the 
armed services, with the Royal Artillery 
at Gibraltar, he returned to the company, 
and in 1959 became casualty broker of 
the firm’s American department 


Central Mutual Opens 
New Los Angeles Office 


The Los Angeles staff of the Central 
Mutual Insurance Co., entertained 300 
agents and guests with a buffet luncheon 
during the formal opening of its new 
offices. Joining E. J. Raabe, resident 
vice president as hosts, were the follow- 
ing officials from the home office: F. W. 
Purmort, president; S. M. Waugaman, 
vice president; C. F. Ross, secretary, 
and C, E. Tomlinson, treasurer. 

Other officers visiting for the opening 
were H. L. Petrey, vice president from 
San Francisco and J. D. Carter, resident 
secretary from Dallas, Texas. S. C. 
Roper, retired branch manager, Atlanta, 
also was present. 

LAWRENCE E. BROWN DIES 

Lawrence E. Brown, retired from Gen- 
eral Adjustment Bureau, died August 15. 
He joined the GAB in 1938 in Jersey 


City, N. J. In 1947 he was appointed 
branch manager of the Staten Island 
office where he served until his recent 


retirement. 

































































































































































































You will see 


THE GIG) DIFFERENCE 


in commission income if you sell 
INSURANCE-TO-VALUE 
to every policyholder! 


THE MANHATTAN FIRE & MARINE INSURANCE CO. 
GUARANTEE INSURANCE CO. 


MULTIPLE LINE » NATIONWIDE + FAST SERVICE 


Executive & Regional Offices 
111 John St., New York 38 . 


Branch Offices in Chicago and Los Angeles. Service Offices and 
General Agents in Principal Cities throughout the United States 


Producers who work with us say: “Very Good People to Deal With” 


INA Summer Ad Sales 


Program Successful 


Insurance Company of North America 
reports record production from the first 
half of its “Word to the Wives” sum- 
mer promotion and ad program, “Word 
to the Wives” has found acceptance 
throughout the United States and Can- 
ada the company says. Launched to 
combat the “summer sales slump,” the 
campaign has given INA its best four 
summer sales weeks in the company’s 
history. 

“Word to the Wives” 
are appearing weekly throughout the 
eight-week program in “Sports IIlus- 
trated.” They point out how INA’s pack- 
age policies are being accepted by fea- 
turing insurance agents’ wives speaking 
for their husbands who are too busy 
selling INA products to share in summer 
fun. In keeping with the light-hearted 
approach, the program is supported by 
a four-page, four-color gate fold insert 
in insurance trade publications. 

Available for 


advertisements 


exclusive use of INA 
producers are supplementary mail in- 
serts, posters and displays, newspaper 
tie-in-mats and an INA sales idea book- 
let. Incentive awards, designed to appeal 
to agents’ wives and to emphasize fun 
and excitement with summer sales, are 
being distributed through each of INA’s 
service offices. 


Large Rise in EC Rates 
Is Sought in Oklahoma 


An average increase of 21.6% in ex- 
tended coverage rates in Oklahoma is 
being sought in a filing made by the 
Oklahoma Inspection Bureau, which also 
is recommending a required $50 deduc- 
tible on windstorm and hail insurance. 

The bureau filing, according to L. E. 
Antene, manager, cites that its member 
companies suffered a total underwriting 
loss of more than $12,000,000 in 1960 and 
declares that the adverse trend appears 
to be continuing into 1961. For the 10- 
year period, it was added, underwriting 
loss in the state has aggregated $28,680,- 
000. 

EC rates on Oklahoma dwellings were 
last revised in February, 1958, while those 
on other than dwelling risks have re 
mained the same since July, 1955, 
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Hawaiian CPCU Head to 
Attend Washington Meet 


Among the CPCU chapter officers who 
will travel to Washington next month 
to attend a special meeting preliminary 
to the annual CPCU seminars will be 
Tin-Yuke Char, president of the recent- 
ly formed chapter in Hawaii. After sit- 
ting in on the Washington seminars and 
other meetings, Mr. Char will join the 
group of 79 CPCUs who will fly to Lon- 
don to attend a joint meeting with the 
Chartered Insurance Institute, British 
-ounterpart of CPCU. 

Mr. Char, who is associated with the 
Continental Insurance Agency of Hawaii, 
Lid., Honolulu, received his G?CU desig- 
nation in 1952 and was instrumental this 
year in organizing the Hawaiian Chapter 
which now has a membership of eight. 

Travelling by jet plane, Mr. Char ex- 
pects to get to Washington quicker than 
most of his CPCU fellows who live in 
the continental United States. Asked 
for information about himself, he mod- 
estly said: “Thank you for your special 
interest in me, but I shall attend as an- 
other CPCU neighbor.” 

Officers of most of the 72 chapters of 
the Society of CPCU are expected to at- 
tend their own special meeting on Tues- 
day, September 26, to exchange ideas on 
chapter administration. The meeting is 
one of numerous pre-seminar sessions 
to be held during the early days of the 
week of September 25. The seminar pro- 
gram itself starts on September 27 and 
continues for three days at the Sheraton 
Park in Washington. 


Advertising Survey 


(Continued from Page 1) 


gain more business if national advertis- 
ing played up the services of independent 
agents. 

19% favor making the names of insur- 
ance companies better known through 
national advertising. 

9% want insurance coverages featured 
in the national advertising of insurers. 

20% want insurance companies to in- 
clude a combination of insurer name, 
text about coverage, and reference to 
independent agency service in virtually 
all national advertisements. 

59% of agents believe national adver- 
tising budgets need to be increased con- 
siderably to met competition and_ sell 
more insurance. 

26% believe the present amount of in- 
surance companies’ national advertising 
is adequate. 

14% ask that insurers “step-up some- 





Tests of “Savannah” 


(Continued from Page 27) 


hearing examiner has recommended that 
the Atomic Energy Commission issue au- 
thority for fueling the ‘Savannah’ and op- 
erating her for testing and demonstration 
purposes at Camden, N. J., and York- 
town, Va. The preliminary tests of the 
plant at temperature and pressure, but 
without nuclear fuel, have been com- 
pleted. The program calls for testing the 
plant up to 10% of power at the dock 
in Camden. A review of these low-power 
tests will be made before permission is 
granted by the Atomic Energy Com- 
mission to proceed with  full-power 
trials out of Yorktown, It is proposed to 
move the ship from Camden to York- 
town with the reactor shut down, the 
containment vessel and reactor compart- 
ment sealed and the ship operating on 
steam from her auxiliary boilers. Tugs 
will accompany the ship from Camden 
to the York River site. 
Cargo Gear 

“Following the short report given of 
the bureau’s activities in conection with 
cargo gear at the annual meeting in 
January, there has been another develop- 
ment. A part of the industry has felt the 
need for recognizing high yield strength 
steels in the design of cargo gear. In 
accordance with our ‘Rules’ govern- 


what” their advertising in national media. 


75% of agents indicated that, at their 
own expense, they would tie-in locally to 
national advertising—if and when they 
think it desirable. 

25% look unfavorably on local tie-in 
for which they would be expected to pay. 
“Big I” National Advertising Campaign 

50% of agents consider advertising of 
the “Big I” in national magazines of 
slight value to their operation locally. 

24% express the belief that national 
“Big I” advertising is of considerable 
value to local producers. 

14% are of the opinion that “Big I” 
advertising in national magazines is of 
no benefit locally. 

Value to Agents of Specific Types of 
Advertising 

Concerning the various forms of ad- 
vertising used by independent agents at 
one time or another, expressions “of 
value” (Yes) or “of no value” (No) were 
voiced as follows: 

Folders supplied by insurers: yes — 
70%, no—30% ; letters (for sales or pros- 
pecting): yes—66%, no—34%; telephone 
directory Yellow Section: yes—59%, no 
—41%; calendars: yes—58%, no—42%; 
newspaper: yes—53%, no—47%. 

Agent’s periodical bulletin or house 
organ: yes—50%, no—50%; miscellan- 
eous gift item advertising: yes—48%, no 
—52%; billboard: yes—41%, no—59%; 
radio: yes—30%, no—70% ; match books: 
yes—22%, no—78%. 

Preparation of Local Agents’ Advertising 

90% of agents write their own adver- 
tising copy. 

22% are given advertising aid by local 
newspapers, radio stations, and printers. 

20% of agents employ or are interested 
in obtaining the services of a local ad- 
vertising agency in handling their over- 
all advertising account. 

19% secure some measure of assistance 
in the preparation of their advertising 
from advertising departments of insur- 
ance companies they represent. 


Macy Joins The Buffalo 


The Buffalo Insurance Co. has ap- 
pointed W. S. Macy as a special repre- 
sentative in southern California. Mr. 
Macy has been in insurance for over 30 
years, primarily in production. He was 
born in the Pacific Northwest and edu- 
cated in Spokane and Seattle. He began 
his insurance career in the home office 
of the Northwestern Mutual in Seattle 
and was branch manager in Tacoma and 
San Francisco. He was next associated 
as agency supervisor with the New Am- 
sterdam in St. Louis, later becoming 
branch manager. More recently he was 
associated with the Royal Exchange As- 
surance Group, as branch manager in 
Los Angeles. 





ing this design, factors of safety are 
based on the ultimate strength of the 
material, and it is only in the case of 
the steel booms that factors of safety 
based on yield point are given. With a 
view to giving further credit to the high 
yield strength of certain steels, the 
special sub-committee—cargo gear of this 
bureau is being asked to consider what 
factors of safety can be applied to other 
parts of cargo gear. For the present this 
particular work will be confined to un- 
stayed masts and kingposts where top 
weight thereof is an important factor 
on some of the modern ships being built 
today. 

“With regard to cargo gear surveys, 
there are now more than 800 vessels 
which maintain cargo gear registers with 
this bureau. In association with this 
work, the bureau has made every effort 
to keep the owners of vessels carrying 
these registers aware of new govern- 
mental regulations as they came to our 
attention from time to time. 

“Revisions made to our regulations in 
1960, which were referred to at the an- 
nual meeting in January, complied with 
the new regulations of the United States 
Department of Labor, and the revised 
survey forms which received their ap- 
proval are now in use.” 
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To give your commercial risks complete, packaged coverage 
when they expand abroad, call your Royal-Globe fieldman. 
He'll tell you about our Foreign Department and its facilities. 
For instance, Royal-Globe writes insurance in 104 countries 
in 15 languages, and knowledgeably handles these transactions 
in 50 currencies. When claims occur, local people make the 
initial investigation — a distinct advantage. Royal-Globe han- 
dles this packaging as neatly and completely as it does 
domestic coverages. 
Are any of your commercial risks biting into foreign markets? 
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New York Agents Issue Programs 


For Upstate Regional Gatherings 


The program for the first three fall 
regional meetings of the New York 
State Association of Insurance Agents 
is virtually ney according to an 
announcement by ( A. Kramer, Jr. 
of Williston Park, executive vice presi- 
dent of the state association and chair- 
man of the regional meeting committee 
The first three meetings will be held in 


re ree 





GEORGE A. KRAMER, JR. 


Troy, Wednesday, September 6 at the 
Hendrick Hudson Hotel; in Syracuse 
September 7 at the Airways Inn, and 
Massena Friday, September 8, at the 
Holiday Inn. 

The general format for 
ings will be the same commencing at 
noon with a luncheon. State President 
Raymond A. Muth, of Newark will be 
the main luncheon speaker and he will 
discuss various problems presently con- 
fronting independent agents. He will be 
followed by Arthur L. Schwab, CPCU, 
of Staten Island, legislative representa- 
tive and past president of wd state pane 
ciation who will talk about the 1962 legis- 
lative program of the organization. 

At 2:00 p.m. the meeting will break 
up into two groups with the “Girl Fri- 
days” having a session of their own. The 
agents will hear a discussion entitled 
“A Six Months Look At The Safe Driver 
Plan” by Kenneth Rogler of New York, 
assistant manager of the automobile di- 
vision of the National Bureau of Casu- 
alty Underwriters. This will be followed 
by a talk on the “Commercial Property 
Floater and Allied Coverages” by John 
A. Clayton of ay 4 York, assistant man- 
ager of multiple line department, Royal 
Globe Insurance Companies 


all three meet- 


George A. Kramer, Jr., will present a 
talk entitled “Fish Or Cut Bait.” Mr. 
Kramer has just been appointed state 
chairman for the 1961-62 national adver- 
tising campaign and his talk will concern 


support of this and other agents’ pro- 
grams. Eugene A. Toale, CPCU, New 
York secretary of the Recording and 
Statistical Corporation, will discuss 
“Automated Agency Accounting.” The 
two groups will reassemble at 4 p.m. and 
listen to a discussion of the “New Motor 
Vehicle Department Automation And 
You” in which an expert from the Motor 





DORIS M. PHELPS 


Vehicle Department will outline their 
new electronic operation. This will be 
followed by a general discussion of the 
Assigned Risk Plan and its problems led 
by George Schepens, manager of -the 
New York Assigned Risk Plan. 

The distaff side of the program will be 
concerned with “Merit Rating-Proce- 
dures Processed” and “Advancing in 
Package Policies.” Both these discus- 
sions will be concerned with the mechan- 
ics in an agent’s office in handling these 
major operations and will be led by rep- 
resentatives of the stock insurance com- 
panies at each location with a casualty 
man taking the merit rating problem and 
a fire man the package policy operation. 

The women’s part of the program has 
been arranged by the Federation of New 
York Insurance Women’s Clubs, Doris 
M. Phelps of Syracuse president. 

The luncheon session at Troy will be 
directed by William J. Daly, chairman 
of the local committee, who is assisted 
by Walter G. Love and Harry Inglis, 
Jr. The afternoon session will be moder- 
ated by Donald A. Fazioli, Troy, mem- 
ber of the state executive committee. The 
women’s session will be handled by 
Jeanne Fournier, of Troy, who is pres- 
ident of the Tri-City Insurance Wom- 
en’s Association. 

The luncheon at the Syracuse meeting 
will be under the direction of Lewis F 
Twitchell, local chairman and president 
of the Onondaga County Association of 


— 
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N. Y. City Agents’ Golf 


Tournament October 10 

The New York City Insurance Agents 
Association will hold its eighth annual 
golf tournament at the Rockville Club, 
Rockville Centre, Long Island, on Tues- 
day, October 10. Stephen Amann, pres- 
ident of the association, has appointed 
Herbert Ray to act as chairman of the 
committee in charge of arrangements. 
He will be assisted by Courtney Theurer, 
David White, and Frank Rogers. 

The President’s Cup, and the trophies 
contributed by Hooper-Holmes Bureau, 
the Marine Midland Bank, and The 
Weekly Underwriter, will be put in 
competition. 

ERLAND BUYS AGENCY 

Edward C. Erland has purchased in 
Minneapolis the Hedwall & ae 
agency from the estate of the late H. 
Davidson, Mr. Erland has been 
ciated with the Don Miller agency the 
past six years and was vice president 
of the firm for three years. Previously 
he was manager of the Loyalty Group 
companies in Minneapolis. 


asso- 


HOUSTON AGENCY PARTNER 


George W. Haerle, president of Alex- 
ander, Sexton & Carr, Inc., Minneapolis, 
announces that Langham, Langston, 
Burnett & Dyer, Houston, Texas, insur- 
ance agency, has become a partner and 
shareholder of AS&C. The Houston 
agency becomes the seventh partner 





Insure ance Agents, with the afternoon 
session moderated by DeBanks M. Hen- 
ward of Syracuse, a member of the state 
executive committee. Virginia Davies of 
the Syracuse Insurance Women’s Asso- 
ciation will have charge of the women’s 
portion of the Syracuse program. 

At the Massena meeting the luncheon 
will be under direction of George E. 
Brewer, Plattsburgh, director of the state 
association with the afternoon session 
handled by Harold J. Nichols of Tupper 
Lake, regional vice president. The local 
chairman is Herbert H. Hatch of Mas- 
sena. The women’s portion of the Mas- 


scna meeting will be directed by Miss 
Phelps of Syracuse. 

Other regional meetings are sched- 
uled as follows: September 12, Hotel 


September 13, 
September 14, 
October 24, 
Octo- 


Jamestown, Jamestown; 
Statler-Hilton, Buffalo; 
Sheraton Hotel, Rochester; 
Garden City Hotel, Garden City; 
ber 25, Anchor Inn, 
tober 26, Sheraton Inn, 


Poughkeepsie Py Oc- 
Binghamton. 





Our “key man" program 
has IMAGINATION. Inquire! 











WEGHORN 
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THE FIELD 


Company-Agent Conference 
At Dallas is Declined 


There will be no informal meeting of 
company executives with leaders of the 
National Association of Insurance Agenrs 
during the annual convention of NAIA 
in Dallas, September 25-27, A _ similar 
meeting was held in June in Washing- 
ton, D. C., at the invitation of company 
officers, when the subject of “no prior 
approval” of rates was fully discussed 
Later Porter Ellis, CP-CU, president of 
the National Association, invited com- 
pany exe cutives to meet with representa 
tives of the various state associations 
during the Dallas convention. 

However, spokesmen of the National 
Board of Fire Underwriters, Association 
of Casualty and Surety Companies and 
Inland Marine Underwriters Associa- 
tion have declined the invitation to meet 
at this time, but are holding the door open 
for some subsequent conference of com- 
pany heads and producers. At the June 
joint meeting over 40 company executive 
participated and likewise representatives 
of 36 state associations in NAT 


Urges Insurers to Redouble 
Their Selling Efforts 


Otto C. Lee, vice president, sales, of 
the Harleysville (Pa.) Insurance Com- 
panies, has urged American Agency com- 
panies to redouble their efforts to give 
the public “what it needs and wants— 
high quality insurance protection at the 
lowest possible cost.” He addressed the 
18th annual convention of the Texas As- 
sociation of Mutual Insurance Agents, 
defending the American Agency System 
ina panel discussion with the represen- 
tative of the exclusive agency system, 
Morris G. Fuller, vice chairman of the 
board of the State Farm Insurance Com- 
panies. 

Maintaining that the vigorously suc- 
cessful American Agency companies best 
serve the American people, Mr. Lee cited 
continuing greater growth of underwrit- 
ing by a group of American Agency 
companies, as opposed to the companies 
that market insurance through exclusive 
agencies. 
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Global Shipbuilding Drop Continues; 
Existing Vessels at All-Time High 


In his semi-annual report to the Amer- 
ican Bureau of Shipping, President David 
P. Brown pointed to the continued de- 
cline in shipbuilding throughout the 
world from the high point reached in 
1959. Today there exist more seagoing 
merchant vessels than ever before which 
accounts largely for the drop in new 
orders, now that the post-war demand 
for new tonnage has been met essentially. 
Following is Part III of Mr. Brown’s 
report to the bureau 


Part III 


“In the semi-annual report to the board 
of managers one year ago it was pointed 
out that in 1959, global shipbuilding out- 
put records were established for a peace 
year, when 12,667,000 deadweight tons 
of seagoing merchant vessels were fin- 
ished. According to most complete sta- 
tistics compiled recently by the Maritime 
Administration of the United States De- 
partment of Commerce, a 10% decline 
was experienced last year in the world 
production of new merchant tonnage. 

“In 1960 shipyards of the world com- 
pleted 764 merchant vessels of 7,747,000 
gross tons and 11,206,000 deadweight 
tons. This includes only seagoing ves- 
sels of 1,000 gross tons and over, and 
represents a “1,461,000 deadweight ton 
decrease over the 1959 production. The 
indications are that in 1961 the produc- 
tion figures will again show a decline 
from the huge totals experienced in re- 
cent years,” observed President Brown. 

“In each of the 15 postwar years, ex- 
cept for 1955, there had been a constant 
increase in production, jumping from 
2,000,000 gross tons in 1946 to a peak of 
almost 8,500,000 tons in 1959. The grand 
total of global vessel production in that 
period was 8,656 of 70,298,000 gross tons 
and 100,970,000 deadweight tons, About 
50% of this deadweight tonnage was oil 
tankers, 47% dry cargo vessels and 
3% passenger ships. 


All-Time Record of Merchant Ships 


“As a result of this huge and con- 
tinuing postwar shipbuilding production, 
there now exist in the world an all-time 
record total of 17,317 seagoing merchant 
vessels of 122,027,000 gross tons and 171,- 
890,000 deadweight tons, according to a 
very comprehensive semi-annual survey 
prepared by the Maritime Administra- 
tion,” Mr. Brown revealed. “This in- 
cludes only vessels of 1,000 gross tons 
and over. Before the war there existed 
13,004 vessels of 59,000,000 gross tons and 
81,359,500 deadweight tons. Thus the 
currently existing fleet has a deadweight 
carrying capacity of more than double 
that of the prewar fleet, along with a 
big increase in individual unit size and 
in average speed. The greatest expansion 
has been seen in the tankship fleets and 
the dry cargo bulk carriers. 

“The 1960 production of merchant ves- 
sels by the maritime nations of the world 
included 199 tankships of 5,749,000 dead- 
weight tons, 545 freighters and bulk car- 
riers of 5,351,000 deadweight tons, and 
20 passenger vessels of 209,000 gross tons. 
The oil tankers averaged 28,840 dead- 
weight tons as compared to 29,860 tons 
in 1959, and completions declined by 
1,537,000 tons and 45 vessels. 


Largest Production in Japan 


“On a gross tonnage basis, shipyards 
of Japan led with the greatest produc- 
tion last year, turning out 1,614,000 gross 
tons, followed by the United Kingdom 
with 1,218,000 tons and West Germany 
With 1,024,000 tons, Of these three lead- 


ing shipbuilding countries, only Japan 
reported greater production totals than 
in 1959, showing an increase of but 44,- 
000 tons. Germany’s production dropped 
by 186,000 tons and the United Kingdom’s 
by 150,000 tons. These three nations 
combined accounted last year for 50% 
of the world production of new seagoing 
merchant tonnage, whereas they had 
produced 50% in 1959, 56% in 1958, 60% 
in 1957, and 65% in 1956, this indicating 
an increasingly greater participation by 
other shipbuilding areas. 

“Shipbuilding contracts are now in ex- 
istence in the principal maritime centers 
of the world for vessels totaling about 
31,000,000 deadweight tons, according to 
recent estimates. A large number of 
completions, continuing cancellations of 
orders for freighter and tanker tonnage, 
and a dearth of new orders, have gr: d- 
ually reduced the vast all-time record 
total of 55,000,000 tons on order just 
four years ago. 


Backlog of Orders Continues Down 


“The backlog of shipbuilding orders 
on hand has continued to decline in most 
countries and those depending to a large 
a upon export orders have particu- 

larly been affected by the lack of new 
business. In order to attract export ship- 
building, shipbuilders in some nations 
abroad are still offering improved and 
very favorable deferred payment terms, 
with ps iyments spread out over a number 
of years. The competition between ship- 
yards and nations in this respect has 
been stepped up recently. 

“Some few shipyards have been more 
fortunate than others and have work 
schedules for the next two or three years. 
In some cases, however, the plants have 
no new construction in hand and are 
depending upon repair and alteration 
work in order to keep going, In the 
United States, three shipyards have been 
closed and equipment sold. One each 
of these was on the Atlantic and Pacific 
Coasts and on the Great Lakes. 

“Suggestions have been advanced 
abroad to the effect that in addition to 
there being currently a surplus of com- 
mercial vessels, there are also in certain 
countries too many shipyards and too 
many marine engine builders. While this 
may be a fact at the present time, it cer- 
tainly was not true four or five years 
ago when the last international crisis 
arose. A tremendous amount of tonnage 
was contracted for at that time with de- 
livery dates scheduled three and four 
years ahead. 

“Many shipyards throughout the world 
have just about concluded a vast modern- 
ization and expansion program started a 
few years ago. This has improved effi- 
ciency to a om degree, and puts these 
plants in a much better position to com- 
pete, and take care of any emergency 
shipbuilding programs which may de- 
velop in the future. 


Post War Replacement 


“In the United States the shipbuilding 
industry has continued to receive some 
moderate benefit from the postwar ship 
repli cement program of the subsidized 
operators in conjunction with the Mari- 
time Administration. This has resulted 
already in the ordering of 70 freighters 
and seven combination passenger and 
cargo liners at a contract cost of about 
$870,000,000. Additional contracts are 
scheduled to be placed before the end of 
this year, as bids will shortly be received 
from the shipyards for the construction 
of additional cargo ships. Operating- 


differential subsidies are currently being 
paid on almost 300 vessels, and addi- 
tional operators have applied for this 
subsidy. The replacement of these sub- 
sidized vessels will give the shipbuilding 
industry in the United States a nucleus 
of business each year for some time to 
come, 

“Of considerable significance to the 
shipbuilding industry is the fact that 
more than 75% of the United States reg- 
istered dry cargo and passenger ships 
were built during the World War ve 
period. In the next few years 80% o 
the privately owned fleet will be % 
years of age, or older. 


Reduce Waterborne Trade 


“As mentioned last year, the shipping 
industry throughout the world continues 
to be plagued with reduced waterborne 
trade, sharp competition for the freight 
to be moved and low freight rates, idle 
tonnage and a surplus of ships, constantly 
increasing labor and operating costs and 
labor disturbances. After more than 
four years of experience with this situ- 
ation, ship owners have seen some im- 
provement this year from the low levels 
experienced and long range plans are 
being made. There has been some re- 
duction in world laid-up shipping, less 
than 2,000,000 deadweight tons being re- 
ported at the beginning of this year. 
Part of this has been due to an increased 
rate of scrapping obsolete tonnage,” 
President Brown stated. 

“Of some interest is the fact that in 
the last several years a comparatively 
large number of vessels on the Great 
Lakes of the United States have been 
sold for scrapping. In the last two years, 

American bulk carriers and 29 Can- 
adian canalers and bulk carriers have 
been sold to ship breakers. ‘Practically 
all of these vessels were well under 10,- 
000 tons cargo carrying capacity and were 
40 to 50 years of age Operating only in 
fresh water and for but nine months each 
year, these vessels have an usually long 
useful life. The super size bulk iron ore 
carrier now prevalent on the Great Lakes, 
ranging in size from 600 to 700 feet, has 
superseded the small older carrier. 


Port Improvement 


“In recent years there has been con- 
siderable activity in the field of port 
improvement throughout the world in 
order to accommodate the much larger 
ships which have been produced in the 
postwar era. Along with the super size 
oil tankers and the bulk carriers which 
have been built and will continue to be 
constructed in the future, freighters have 
also been correspondingly increased in 
size. This has necessitated large scale 
expansion and improvemenes of harbor 
facilities. Dredging of ports, canals and 
rivers has been a major activity in many 
countries. The advent of the Saint Law- 
rence Seaway has brought about con- 
siderable part improvement projects on 
the Great Lakes where channels have 
i - be deepened and new piers pro- 
vider 


Tankers of 130,000 Tons Each 


“The size of tankers continues to 
increase. The ‘Rules’ as revised in 1959 
provide for vessels up to 1,000 feet long 
and this size is already being approached 
in the two tankers now under construc- 
tion in Japan, which will be over 900 feet 
long and have a deadweight capacity of 
about 130,000 tons each. These will be 
built to Bureau Class, thus continuing 
the inclusion of all tankers of the largest 
sizes in our classification. 

“A number of years ago, when interest 
was growing in the development of de- 
signs for large tankers and ore vessels 
of sizes far beyond those with which 
experience has been acquired, there was 
a considerable revival of the use of the 
classical standard forms of static calcula- 
tions for estimating the probable maxi- 
mum longitudinal bending moments to 
which ships may be subjected in service. 

“There was, and still is, considerable 
speculation as to how best could the 
broadly empirical standards of the clas- 
sification societies, which had for many 
years proven satisfactory for ships of 
moderate sizes and orthodox arrange- 


ments, be extrapolated to cover these 
very large ships. These activities natu- 
rally led to re-appraisals of the validity 
of the standard static calculations in 
predicting the actual bending moments 
which may be induced in a ship’s hull 
while under motion in a seaway. 

“There are questions as to whether or 
not certain factors which do have a 
pronounced influence on the static cal- 
culations actually have the same influence 
on a ship under severe storm conditions 
at sea, and there still remains the very 
important question as to the degree to 
which recognition may be given to what 
might be termed the diminishing relative 
severity of storm conditions as the sizes 
of the ships increase. 


Wave-Making Tanks 


“The development of new facilities for 
model testing in wave-making tanks 
and of instrumentation to be applied to 
ships at sea is providing increasing op- 
portunities to obtain information on these 
vexatious problems. Three years ago the 
Bureau entered into a contract with the 
Experimental Towing Tank (subsequent- 
ly re-named the Davidson Laboratory) 
at Stevens Institute of Technology, 
Hoboken, N. J., to conduct experiments 
with a series of three models, identical 
with respect to the principal dimensions 
but varying in fullness of form. Bending 
moments on the models were observed 
while running at different speeds in 
various simulated sea conditions. 

“The early work was carried out in the 
long narrow tank and was confined to 
observations with dead ahead or dead 
astern seas. Under a later contract, 
this work was extended to include ob- 
servations with oblique seas using the 
larger square tank at the Davidson 
Laboratory. The overall trend of the in- 
fluence of the changes in the hull forms 
conforms directionally with that indicated 
by standard static calculations but there 
are pronounced differences in the magni- 
tude, and with some combinations of 
speeds and sea conditions, both within 
realistic ranges, there are noted some 
directionally opposite influences. 

“So far there has been nothing devel- 
oped in this and similar work at the 
Davidson and other laboratories which 
has caused the Bureau to depart from 
its original position of applying a broad 
empirical approach to the problem of 
overall longitudinal strength. The sound- 
ness of this approach is being well 
demonstrated by the ever increasing 
record of completely satisfactory struc- 
tural performance being accumulated by 
the extremely large tankers and ore 
carriers, all of which, with few excep- 
tions, are classed with the bureau. 


Increase in Power 


“The greatly increased size of ships 
now building or in service has also re- 
sulted in a demand for higher-powered 
main propulsion units. For the largest of 
these ships, single screw steam turbine 
propulsion units of twenty-seven to 
twenty-eight thousand horsepower will 
be provided. 

“This increase in power, however, has 
not been confined to steam plants. Not 
too many years ago the maximum power 
available for single screw Diesel en- 
gined ships was on the order of eight to 
nine thousand horsepower. During re- 
cent years the Diesel engine manufac- 
turers have developed two cycle single- 
acting super-charged designs which are 
now available with ratings of up to 
twenty-five thousand horsepower. The 
engines utilize residual oil as fuel. 

“A large number of the higher powered 
single screw Diesel installations have 
been completed to Bureau Class, Cur- 
rently, out of the 65 oceangoing Diesel 
vessels building to our Classification, 
twelve have Diesel units with powers 
ranging from sixteen to twenty-two thou- 
sand horsepower on a single shaft. 


Tests of “Savannah” 


“As referred to in the annual report 
last January, public hearings on the de- 
sign and construction of the ‘N. S. 
Savannah’ have now been completed. The 
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New York City Traffic 
Deaths Were 12% Fewer 
DURING THE FIRST SIX MONTHS 
Nationwide inthetiien was 1%; 250 Died 
In New York City; Washington is 
Safest City of “Top Ten” 


New York City’s traffic accident 
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COMMISSIONER REVEALS PLAN 


Whitney of Massachusetts to Seek Re- 
peal of State’s Compulsory Auto Ins. 
Calls for Financial Responsibility; 


Massachusetts Insurance Commissioner 
Otis M. Whitney told a recent meeting 
of the Cape Cod Chamber of Commerce 
he will seek repeal of the state’s compul- 
sory auto insurance system in the next 
session of legislature 

The Commissioner revealed that he 
will call for legislation for a financial 
responsibility law coupled with an un- 
satisfied judgment fund, similar to the 
precedures now in effect in New Jersey. 
He said that this method is the best 
inswer to the auto problem. 

Mr. Whitney also disclosed his plans 
to file legislation which would permit 
insurance companies writing automobile 
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Licensed in dnevaed 


G. Kenneth Vaughn, pres ident of Fin 
ancial Indemnity Co. of Phoenix, ‘has 
ona, has announced that his company 
s now nsed in the state of Florida 





“We plan to commence writing auto in- 
ir ce only, covering all 
from ‘cream’ to ‘distressed,’” he 
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Amer. Surety/Pacific Nat’l 
Elect McLean Sales V. P. 





SUTHERLAND McLEAN 


American Surety/Pacific National In- 
surance Companies have announced the 
election of Sutherland McLean as vice 
president in charge of sales, effective 
September 1. He will be attached to 
the administrative offices in New York 
where he will initiate a new sales-re- 
scarch and business development pro- 
eram 

Mr. McLean was formerly with the 
Genet ral America Companies as manager 
ot their Northwest Division. He is noted 
for his programs on both general man- 
agement and agency development, and is 
the originator of a 100,000 word manual 
dealing with the selection, training, re- 
mumeration and production schedule of 
insurance salesmen at the agency level. 

A graduate of University of Washing- 
ton, Mr. McLean was attached to the 
\rmy Air Corps while in military serv- 
ice. He has been in the insurance field 


for 14 years. 


Advise Against Compulsory 
Auto Insurance in Ontario 


Ontario’s select committee on auto- 
mobile insurance will have to weigh the 
possibility of doing more for the injured 
party against the possibility of rising 
insurance costs and political chaos. 

This was the question posed by Joseph 
Linder, a New York consulting actuary, 
to the pi studying compulsory 
insurance and financial responsibility 
laws 

\ compulsory insurance plan would 
not cost less, but it might cost more, 
Mr. Linder said. He referred to the 
New York State compulsory plan, which 
“has resulted in higher coverage costs 
and complaints that the private insur- 
ance companies are losing money.” 

Compulsory insurance would also likely 
become a political football as it has in 
Massachusetts, with politicians promis- 
ing to lower rates if elected, Mr, Linder 
asserted. 


REJECT NBCU FILING IN S. C. 
Commissioner Austin Disapproves 9.8% 
Auto Liab. Increase, Cites “Incon- 
sistencies”; Oks Some Rate Hikes 
South Carolina (Chief State Insurance 
Commissioner William F. ‘Austin an- 
nounced his disapproval of a package 
filing by the National Bureau of Cas- 
ualty Underwriters which included a 
statewide increz ase in premiums for auto- 
mobile bodily injury liability and prop- 
erty liability insurance averaging 9.8% 
The same package also included a plan 
for introduction of a special automobile 
policy and a so-called safe-driver plan. 

Mr. Austin approved separate filings 
of increased rates for commercial auto- 
mobile liability cov erages and for garage 
coverages. These increases were 21.8% 
for commercial cars and 10% for “broad” 
coverage for garages. 

The private passenger rate increase 
proposal, the safe-driver insurance plan 
proposal and the special automobile pol- 
icy proposal were all contained in one 
filing, which Mr. Austin said was inad- 
visable. 

The Commissioner’s order cited incon- 
sistencies in the special automobile pol- 
icy form with existing South Carolina 
statutes and case law governing the lia- 
bility of operators of motor vehicles with 
respect to members of their families and 
other persons. Mr. Austin said that be- 
cause of these inconsistencies, he could 
not approve the special policy forms. 

He further declared that because of 
the “inadvisable” nature of the filing, 
the safe-driver plan and the rate increase 
would have to stand disapproved with- 
out consideration of the merits of these 
two aspects of the multiple filing. 





NO MORE DEER FOR ERSKINE 


75 Fraudulent Auto Claims Land Los 
Angeles Garage Mechanic in 
California State Pen 
John O. Erskine, 34-year-old garage 
mechanic, has been sentenced to a term 
of one to ten years in the California 
state penitentiary for fraudulent claim 
activities, Los Angeles County Superior 

Court records reveal, 

The Association of Casualty and Sure- 
ty Companies’ local claims bureau said 
that an alert company claims representa- 
tive noticed the almost identical damage 
supposedly suffered by two identical cars. 
His company called on the claims bureau 
and investigation developed that Erskine 
had made or caused to be made over 75 
auto insurance claims, mostly for mate- 
rial damage, in the Los Angeles area. 
His total known claims, the claims bu- 
reau said, exceeded $25,000 and involved 
25 different insurance companies. 

Erskine’s favorite stories in submit- 
ting claims were that deer on the high- 
way forced him over embankments, or 
that the car slipped off a jack and rolled 
into a gully while a tire was being re- 
paired, the bureau said. 

The investigation leading to the arrest 
of Erskine required a survey of claim 
files of almost every collision carrier in 
Southern California. 
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Workmen’s Compensation Trends 





“Dangerous” Measure Vetoed in Ohio; 
Three New Laws in Pennsylvania 


New developments with respect to workmen’s compensation legislation and 
administration, industrial safety and related matters, as reported from state capitals 
throughout the nation, include the following: 


ARIZONA: A ruling by Arizona State 
Attorney General Robert Pickrell held 
that a general contractor cannot be 
charged with a misdemeanor for vio- 
lating provisions of a general construc- 
tion safety code used for years by the 
State Industrial Commission. Mr, Pick- 
rell said the opinion is “far-reaching” 
and possibly could affect other codes 
promulgated by the commission. 

He added that in the absence of the 
commission’s ability to enforce the code 
the next session of the Arizona legisla- 
ture may wish to implement existing 
state law. The attorney general’s opinion 
had been sought by James D. Lester, a 
member of the commission’s legal de- 
partment, who asked: 

“Can a general contractor be charged 
with a misdemeanor if he violates any 
regulation of the general construction 
satety code promulgated by the (State) 
Industrial Commission? If so, by what 
procedure ?” 

The attorney general’s office gave an 
unqualified “no” answer. “We tind no 
provision in the (state) workmen’s com- 
pensation law authorizing the Industrial 
Commission to make rules or regulations 
in the area of general construction 
safety,” the ruling said, “and we there- 
fore ultimately conclude that the 
commission has no authority to enforce 
the general construction safety code.” 

Cited in support of the opinion was a 
decision of the State Supreme Court 
which held that regulations of the State 
Health Department about agricultural 
labor camps were an_ unconstitutional 
delegation of legislative powers. 

KENTUCKY: A hearing was scheduled 
by the Kentucky State Insurance De- 
partment for August 22 on the current 
rate schedule for workmen’s compen- 
sation insurance on coal miners. 

Commissioner W. Tt. Hockensmith said 
present rates became eftective February 
15. They were filed by the National 
Council on Compensation Insurance and 
approved by the department. 

Mr. Hockensmith said the rates were 
challenged by coal mining interests, par- 
ticularly in the southeastern part of the 
state, through the Kentucky Coal As- 
sociation. The rate schedule filed by the 
council includes an 18% increase in large 
mine rates and a ‘13% rise in small mine 
rates. 


The hearing was requested by at- 
torneys representing 28 coal mining 
firms. The new rates were backed by the 


council whose membership consists of all 
companies offering workmen’s compen- 
sation insurance. 

Mr. Hockensmith, after receiving the 
application for a hearing, held that 12 
ot the firms and the state association 
would not be harmed because the firms 
are self-insured and the state associa- 
tion itself does not purchase the insur- 
ance, 

MISSOURI: Governor Dalton signed 
into Missouri law a state legislative bill 
to increase the maximum workmen’s 
compensation weekly payment from $45 
to 50. 

OHIO: Governor DiSalle vetoed an 
Ohio state legislative bill which would 
have allowed municipalities to insure 
their own workmen’s compensation 
claims. Governor DiSalle said the measure 
would ‘have been “dangerous to the 
(state workmen’s compensation) fund.” 
Although it presumably would have 
helped larger cities, he added, it would 
in effect be “punitive as far as the 


smaller political subdivisions of Ohio are 
concerned.” 

The Governor revealed 
Workmen’s Compensz tion Advisory 
Council had found the act “not to be in 
the best interests of a sound administra- 
tion of the fund. 

“The passage of this bill,” he con- 
tinued, “would raise a problem with 
reference to the future of those claim- 
ants who are now drawing compensation 


the State 


as permanent partially disabled and 
totally disabled. 
“Benefits are to be paid to these 


claimants during future years,” he added. 
“The cities that will choose to become 
self-insurers will neither be affected nor 
interested in the cost which will fall on 
the remaining communities in the fund.” 

The council said earlier that if the 
cities of Cleveland, Cincinnati, Akron, 
Dayton and Toledo chose to become self- 
insurers more than one-half of the pay- 
roll of Ohio municipalities would be re- 
moved from the calculation of the work- 
men’s compensation rates, and the im- 
mediate effect would be a 24% increase 
in premium costs to the remaining cities. 

OKLAHOMA: Governor Edmondson 
vetoed an Oklahoma state legislative bill 
that would have permitted an injured 
workman to select his own ney sician in 
workmen’s compensation cases. Gov. Ed- 
mondson noted that a similar measure 
had been vetoed by the last three gov- 
ernors of the state. 

He said he also 


was rejecting the 
measure because of “fear it might hurt 
industry, both already operating in the 


state and prospective industry, and _ 
an adverse effect on compensation rate 
which are already too high when com- 
pared to neighboring states.” 

Signed. into law by the Governor was 
a bill, listed as SB 194, relating to work- 
men’s compensation special indemnity 
fund. 

OREGON: Effects of jury trials when 
compensation rulings are appealed fea- 
tured discussion at a State Industrial 
Accident Commission conference, which 
had been called in Salem to discuss eval- 
uating injuries. 


Bob Corbett, representing National 
Biscuit Co., asserted that the change in 
the method of evalu: iting the injury 


might only raise the floor from which 
the legal profession appeals for higher 
compensation before juries. 

Mr. Corbett said the motive to appeal 
compensation set by the commission is 
there because the chance for a gain is 
almost automatic. “As it is now in Ore- 
gon,” he said, “you have a leadpipe cinch. 
You are bound to get more.” 

William Moshofsky, representing 
Georgia-Pacific Co., asserted that any 
new method of injury evaluation was 
useless until a new system of reviewing 
commission action was determined. 

Mr. Moshofsky said that such a 
tem should not only consider the rights 
of the employers, who pay the bill, but 
those of the workers who gave up their 
rights to sue for an unlimited settle- 
ment when the system was instituted in 


1913. 

D. MacDonald, president of the 
State AFL -CIO, in reply to a query by 
Mr. Moshofsky, s said he was opposed to 
any change in the right to appeal with 
a jury trial. Mr. MacDonald said he had 
defended this right to ask for a jury 
trial at every session of the Oregon 
legislature since 1937. 

Dr. C. H. Kiest, who heads the com- 


the 


syS- 


mission’s new restoration center at Port- 
land, noted that Canada does not permit 
jury review. He said that in the Prov- 
ince of Alberta, for instance, a plan 
which all agree is impartial reviews cases 
without knowing what compensation has 
been allowed for industrial accident in- 
juries. The chances of getting a gain 
are there, Dr. Kiest said, but the board 
also occasionally sets a lower compensa- 
tion and this materially reduces the 
number of appeals. 

Paul Johnson, U. S. Social 
manager in Portland, said appeals on 
social security compensation are heard 
by a Federal district judge without a 
jury. Mr. Johnson said that if the judge 
finds the person’s rights have not been 
fully protected, the case is often re- 
manded for further administrative ac- 
tion. 

Mr. MacDonald added that perhaps a 
little more liberal determination by the 
commission and more flexibility in set- 
ting compensation might reduce the num- 
ber of court appeals. 

Dr. Kiest, in addressing himself to the 
conference’s central theme, said the 
question is whether to evaluate injuries 
on the basis of the loss or the basis of 
what remains. The commission at pres- 
ent gives the same benefits to a logger 
who loses a leg and can’t work as it does 
to a person who loses a leg, but can 
still carry on his vocation. 

The other method would provide for 
compensation based on the ability of the 
person to earn a living after the injury, 
providing for rehabilitation, too. 

In another development, the only in- 
crease in industrial accident insurance 
payments authorized by the last session 
of the state legislature went into effect 
on August 9. 

The commission said compensation for 
persons injured before August 1, 1957, 
or their survivors would rise about 6% 
It is said this increase was permitted 
because of a surplus in a fund into 
which workmen pay 1 cent a day under 
a program initiated in 1955. The work- 
men pay another 1 cent a day, which 
helps meet claim costs. Employers pay 
the major share of the cost of the in- 


Security 


dustrial accident insurance under the 
state program. 
PENNSYLVANIA: Governor Law- 


rence signed into Pennsylvania Law three 
state legislative bills relating to work- 
men’s compensation. Two of the meas- 


ures liberalize benefits while the third 
removes the possibility a double com- 
pensation. 

One bill, listed at H 1234, increases 


the liability of employers for burial costs 
from $500 to $750 when death is due to 
an accident under the state workmen’s 
compensation law. 

Another, listed as H 1440, requires em- 
ployers to furnish replacements for arti- 
ficial limbs or eyes and to furnish such 
continued medical care as may be re- 
quired in connection with injuries neces- 
sitating the use of such appliances, with- 
out regard to amount. 

The third, listed as H 828, prohibits 
compensation payments to members of 
the Pennsylvania Militia if they are cov- 
ered by any Federal benefit laws. The 
Governor said that previously it was 
possible for some military men to claim 
compensation benefits under both state 
and Federal law. 

WISCONSIN: A bill to permit in- 
jured workers covered by workmen’s 
compensation insurance to be treated by 
chiropractors failed of enactment in the 
1961 Wisconsin legislature. 





Rosendahl Co. to Represent 
Western C.&S. in California 


Ray Rosendahl Co. and Seaboard Sur- 
ety announce discontinuance of their ex- 
clusive agency relationship for the state 
of California effective early in Septem- 
ber. 

Western Casualty & Surety has ap- 
pointed Ray Rosendahl Co, its exclusive 
California surety underwriting managers. 
Seaboard Surety will conduct its future 
California business through branch of- 
fices. 


Pacific Indemnity Co. 
Showed 6 Months Profit 


NET PREMS. EARNED $19,743,103 
Underwriting Operations Made Statutory 
Profit of $265,880; Total Admitted As- 
sets Increased $2,703,292 to $72,167,925 


soth underwriting and investment op- 
erations of Pacific Indemity Co. pro- 
duced a net profit during the first half 


of 1961, according to the semi-annual 
statement released by President C. R. 
Herda, of Los Angeles. 


The report shows net premiums writ- 
ten during the first six months of 1961, 
after deducting reinsurance ceded, of $20,- 
517,796, compared with $20,718,838 written 
in the first half of 1960. Net premiums 
earned amounted to $19,743,103 compared 
with $19,126,396 in the like period last 
year. 

Underwriting operations produced a 
statutory profit before provision for pol- 
icyholders’ dividends of $256,880. Policy- 
holders’ dividends on participating forms 
of policies were provided for in the 
amount of $196,433. Combined loss and 


expense ratio for the first six months 
of 1961 was 97.35%, as against 93.98% 
for the like period last year. 

Combined underwriting and _ invest- 


ment operations, without including equity 
in the increase in unearned reserves, 
produced a net profit during the six 
months of $920,782, equal to $1.28 per 
share, compared with a profit of $1,- 
346,536, or $1.87 per share in the first 
half of last year. 

Net profit including equity in unearned 
premium reserves amounted to $1,179,- 
069, equal to $1.64 per share, compared 
with $1,877,744, or $2.60 per share during 
the first half of last year. 

Total admitted assets at June 30, 
amounted to $72,167,925, an increase of 
$2,703,292 during the six months. Surplus 
to policyholders was $22,709,864, an in- 
crease of $2,244,857 after dividends to 


stockholders of $360,000. 





Rough Notes Co. Publishes 
“Property & Casualty Ins.” 


Publication of a revised, up-to-date 
edition of “Property and Casualty In- 
pear agt has been announced by The 
Rough Notes Co., of Indianapolis. 

The Eighth Edition of this insurance 
text treats such large-scale developments 
as automobile merit rating plans, changes 
in the field of homeowners policies, busi- 
ness interruption forms, and relatively 
new multiple peril contracts—like the 
commercial property policy, as well as 
lesser revisions in other branches of the 
business, except for life insurance, which 
is not covered. 

The 3 chapters of this new publica- 
tion have been grouped more consistent- 
ly, covering: Fire and allied lines; crime 
policies; fidelity and surety bonds; in- 
land and ocean marine; liability insur- 
ance; accident and health; and other 
classes of insurance. The purpose of 
each policy, and the need for the cov- 
erage, are explained; the policy itself 
analyzed completely and clearly; and the 
procedure for payment of losses is given 
—with pertinent examples, where neces- 
sary. 

The 6 x 9 inch pages of this book are 
easy to read, and contain information 
about coverages, policies, rules, practices, 
laws and regulations, which the practical 
insurance man needs in his daily work. 
The standardized arrangement of each 
analysis makes it possible to locate refer- 
ence information quickly. 

Philip Gordis, author, 
Philip Gordis Associates, Inc., New York 
City brokers and advisors in insurance, 
teaches in a number of schools, and as- 
sists students to prepare for the New 
York State license examinations for 
agents and brokers. 

“Property and Casualty Insurance” has 
602 pages, and sells for $7.50 each—less 
in quantities. Orders should be sent to: 
The Rough Notes Co., Inc., 1142 North 
Meridian Street, Indianapolis 6, Indiana. 
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Plow Aseociates, Fellows Announced 


admitted at the annual meeting in No- 
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AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. 


Administrative Offices: 100 Broadway, New York 5, New York 


Standard Fire; ‘Edward J. Hobbs, actu- 
arial department, Insurance Co. of North 
America; John R. Linden, actuarial as- 
sistant, Aetna Casualty & Surety and 
Standard Fire; Jack Moseley, assistant 
actuary, United States Fidelity & Guar- 
anty, and James 'C. Wilson, vice presi- 
dent and actuary, Security General In- 
surance Co. 

New associates are William C. Ald- 
rich, assistant secretary, National Coun- 
cil on Compensation Insurance; George 
Cherlin, assistant mathematician, Mutual 
Benefit Life; Darrell W. Ehlert, field 
pricing mz snage r, Allstate Insurance Co.; 
Stein Ferden, actuary, Mutual Service 





Our more than 50 offices are staffed with men who are not only quick, but 
experienced, knowledgeable and fully-trained, too. And best of all, they’re 
ready to help you with all your insurance problems. Our speedy service and 
fast claims settlement are just two reasons why we say: We write 27 different 
kinds of insurance, but we have only one policy—satisfaction! Please try us. 
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Insurance 'Cos.; ‘Donald ‘E. Gould, senior 
statistician, New York State Insurance: 
Fund; Thomas A. Greene, underwriting 
department, American Re-Insurance Co 
Milton Horowitz, principal actuary, New 
York State Insurance Fund; Jeffrey T 
Lange, actuarial division, National Bu 
reau of (Casualty Underwriters; W 
James MoGinnitie, actuarial department 
Continental Casualty and Donald R 
Margolis, actuarial department, Insur 
ance (Co. of North America. 

Also: Richard D. McClure, assistan 
secretary, American Mutual L iability In 
surance (Co.; George E. McLean, man 
ager, Actuarial-Statistical Services, Bluc 
Cross-Blue Shield; George D. Morison, 
actuarial department, Aetna Casualty & 
Surety and Standard Fire; Robert G 
Moss, actuary, Marsh & McLennan, 
Inc.; Roland E. Nelson, associate actu 
ary, State Farm Assurance Co.; Robert 
G, Oien, assistant actuary, Mutual Serv 
ice Insurance Cos.; Jerald P. Peel, insur 
ance coordinator, aes Insurance De- 
partment; William A. Riddlesworth, ac 
tuarial department, Aetna Casualty & 
Surety and Standard Fire; Jerome A 
Scheibl, insurance rater, Wisconsin In 
surance Department; Donald E. Tru- 
deau, casualty, fire and marine actuarial 
department, The Travelers, and Albert 
J. Walsh, actuarial assistant, Liberty 
Mutual Insurance Co. 


MOBILE DRIVER TESTER 





Pacific Employers Group Trailer Helping 
To Promote Safety on California 
Streets and Highways 
A mobile driver testing center, de 
signed to acquaint automobile operators 
with the factors necessary for safe mo 
tor vehicle operation, has been put into 
operation by the Pacific Employers 
Group of insurance companies, with 

headquarters in Los Angeles. 

The driver testing center, a $30,000 in- 
stallation housed in a huge highway 
trailer which has been outfitted with a 
series of psycho-physical testing devices, 
is operated by PEG technicians in co 
operation with the company’s independ- 
ent agents in various localities. 

The trailer carries a free exhibit of 
modern accident prevention equipment. 
Testing devices on the trailer are made 
available to anyone interested in check- 
ing their driving ability. 

Some of the tests include visual acuity, 
peripheral vision, distance judgment, 
depth perception, dim light vision, glare 
recovery, complex reaction tester and 
steadiness tester. Other tests are given 
to determine driver aptitude and aware- 
ness. 

According to B. Frank King, executive 
vice president of Pacific Employers and 
director of the group’s field operations 
division, the trailer test exhibit is an 
extension of the group’s effort to pro- 
mote safety on the streets and high- 
ways. 

“We have had tremendous public re- 
sponse from the initial locations where 
the testing center has been available,” 
said Mir. King, “and we hope to schedule 
it in as many communities as possible.” 
He said the driver testing ay is cur- 
rently touring the Southern California 
area, 


ALLSTATE APPOINTS GROSS 

Allstate Companies announce six ex- 
ecutive appointments, including Donald 
G. Gross, assistant claim manager. East- 
ern Zone Office, White Plains, N. Y. 
Others are: John W. Allen, operating 
division manager, Rochester, N. Y., re- 
gional office; Robert J. Odle, district 
sales manager, Seattle, Wash., regional of- 
fice;True A. Rice, accounting division as- 
sistant manager, Menlo Park, Cal., region- 
al office; Theodore H. Ousley Jr., ‘assistant 
claim manager, Atlanta regional office, 
and Frederick R. Haile, district sales 
manager, Jackson, Miss., regional office. 


BMA NEW HOME OFFICE 
A ground-breaking ceremony recently 
signaled the beginning of construction of 
the new 19-story glass and steel Business 
Men’s Assurance home office building to 
be erected on Signal Hill, 3lst Street and 
Southwest Trafficway, Kansas City. 
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NAMED TO ASSIST GENGRAS 


Dan W. Bannister, Elected V.P. of New 
Amsterdam, U. S. Casualty, Appointed 
Administrative Asst. to the President 
E, Clayton Gengras, president of the 
Security New Amsterdam Group, an- 
nounces the appointment of Dan W. 
Bannister as his administrative assistant. 





DAN W. BANNISTER 


Mr. Bannister has been elected a vice 
president of New ‘Amsterdam Casualty 
and United States Casualty, and Mr. 
Gengras intimated that in the course of 
the September board meeting, ‘Mr. Ban- 
nister would be elected a vice president 
of the Security Group. 

Before joining Security, Mr. Ban- 
nister was financial control director for 
Allstate Insurance Co. He had been with 
\llstate since 1951, having joined the 
company as regional controller. During 
his career with that company, he also 
held the titles of associate actuary and 
tax attorney. 

Mr. Gengras stated, “I am_ pleased 
to appoint Mr. Bannister as my assist- 
ant in the financial, management, and 
general services activities of the Secur- 
ity Group. His background of wide ex- 
perience in most phases of the insurance 
business makes him an important mem- 
ber of our management team,” 

Mr. Bannister is a graduate of Indi- 
ana University, obtained his Law De- 
gree from Albany Law School, and at- 
tended advanced accounting and taxa- 
tion studies at University of Rochester. 
He is a member of the New York Bar 
Association, and his experience includes 
the active practice of law in Rochester. 

Mr. Bannister is an active member of 
the Casualty Actuarial Society, and of 
the Chartered Property and Casualty 
Underwriters. 


Liberty Mutual Appoints 
Farwell Executive V. P. 


Frank L. Farwell has been appointed 
executive vice president, Liberty Mutual 
Insurance Co., \President Bryan E. Smith 
announced. 

Mr. Farwell, who has been vice presi- 
dent and manager of the company’s New 
England division, will assist the presi- 
dent in this responsibilities for the gen- 
eral operation of both Liberty Mutual 
and Liberty Mutual Fire. 

\ Boston University graduate, Mr. 
Farwell joined the company claims de- 
partment in January, 1934 and later 
transferred to the financial department. 
In 1947 he was appointed assistant treas- 
urer. He was elected vice president in 
1059 and in 1960 was named New Eng- 
land division manager, the post he held 
until his new promotion. 


NAMED ASST. COLLECTION MGR. 


Standard Accident has appointed M. 
Beecher McKillop assistant collection man- 
ager at the home office in Detroit. Mr. 
McKillop, formerly superintendent of the 
Premium accounting department, will 
now work directly with E, E. Pritchard, 
collection manager. 


New Amsterdam Casualty Pledges a Total 


Of $50,000 to 


New Amsterdam Casualty, member 
company of the Security-New Amster- 
dam Group, has pledged a total of $50,- 
000 to be distributed among three Balti- 
more hospitals currently conducting 
building programs, according to E. Clay- 
ton Gengras, president. Hospitals to re- 
ceive funds are the Greater Baltimore 
Medical Center, Johns Hopkins Hospital 
and Mercy Hospital. 


Three Baltimore H ospitals 


“This step is consistent with New 
Amsterdam’s policy to recognize its com- 
munity obligations as a corporate citizen 
by supporting worthy charitable and 
civic undertakings,” Mr. Gengras stated. 

The Greater Baltimore Medical Cen- 
ter will be built as a joint venture of 
the Hospital for the Women of Mary- 
land and the Presbyterian Eye, Ear and 
Throat Charity Hospital on ground ac- 
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quired from the Sheppard and Enoch 
Pratt Hospital. 

The current building program of Johns 
Hopkins Hospital provides for a Chil- 
dren’s Medical and Surgical Center 
which is a cooperative effort of the Hos- 
pital for Consumptives of Maryland, the 
Robert Garrett Fund for Surgical Treat- 


ment of Children, the Harriett Lane 
Home for Invalid Children and Johns 
Hopkins Hospital. It will be part of the 
present Johns Hopkins Hospital com- 
plex. Construction has started on this 
project. 


Rising 20 stories high above St. Paul 
Place in Baltimore, the new Mercy Hos- 
pital is being built on the same site it has 
occupied for the past 91 years. 
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Colorado Governor Mc Nichols to Ask 
For Auto Insurance Responsibility Law 


Governor McNichols of Colorado said ists involved in accidents if they were 
he would ask the 1962 Colorado legisla- unable to prove financial responsibility. 
tot ier This could be accomplished by show- 
ture to enact a measure to replace an ing root of automobile lability inaur- 
ance or by posting a cash bond with the 
bility law state to cover possible damage claims 
“The Governor, in a letter to State At- from the accident. No decision had been 
rorney General Duke W. reached at this time whether to appeal 
’ aa ater : : the State Supreme Court’s decision to 
he would place the matter in his call to iets Supreme Court. 
so-called short The attorney general stated that an 
sessions in Colorado, state legislators appeal would not be taken unless at the 
can consider only fiscal matters and sub- Governor’s direction. State Revenue Di- 
jects specifically placed before them by rector Robert A. Theobald said earlier 


in\ alidated state motor vehicle respon- 


Dunbar, said 


the next session. During 


the Governor. that he would ask the Governor to so 
Governor McNichols directed the at- direct the attorney general. 
torney general, who also heads the Colorado Mr. Theobald said an appeal to the 


Highway Safety Council, to prepare a U. S. Supreme Court would establish 
“strong law” which would meet the ob- “guidepost ts” for framing a new law 
jections of the State Supreme Court. — the hig want Const ge — 
’ upheld the State Supreme ourts de- 
Called State Law “Unconstitutional” 3 “T doubt,” agar “whether we 
The high tribunal in July threw out can draft a law now which will be ac- 
as unconstitutional a state law giving ceptable to the Colorado court.” 
the State Revenue Department author- The attorney general agreed that pre- 
ity to revoke driver’s licenses of motor- paring such legislation for the 1962 Colo- 
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Putting wood to leather is not the only way to put runners on the bases. Nor is there 
always a solitary solution to an insurance problem. Finding the one BEST solution 
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sound answers to insurance questions. Wouldn’t it pay you to strike up a friendship 


with P.S.M.? 

Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 
20% DEVIATION: 10% DEVIATION: 
General Liability in all forms. Automobile bodily injury and 
15% DEVIATION: property damage liability: al) 
Fire and allied lines. classes. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 





MUTUAL INSURANCE CO. 
HOME OFFICE: 10 Columbus Circle, 
New York 19, N. Y. 

37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Hempstead: 138 Front St., ROBERT ZMOOS, 
Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs S.. 
W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. 
Syfacuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. ¢ Miami: 902 cw. 
Second Ave., THOMAS H. RIGGINS, Mgr. « E. Orange: 61 Lincoln St., IRVING 
GROVES, Mgr. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 








rado session would be a “very serious 
matter.” 

The State Supreme Court, in a 5-2 de- 
cision, said the law violated the due pro- 
cess clause by permitting the State Rev- 
enue Department to suspend a driver's 
license before any hearing had been held. 

State officials conceded that redraw- 
ing the financial responsibility law to 
give motorists who have been in acci- 
dents fair hearings and still maintain an 
administratively sound program would 
be difficult. 

In the Meantime No Protection 


In the meantime, drivers in Colorado 
will have no protection from financially 


irresponsible drivers. 

Under the high state court’s decision, 
15,000 drivers who have had their li- 
censes lifted by the state for failure to 
prove financial responsibility will have 
them returned. Mr. Theobald said actual 
return of the licenses in question had 
been deferred pending a final decision on 
appealing the State Supreme Court’s de- 
cision. 

He earlier expressed hope that if the 
ruling is appealed some legal means 
could be found to permit a “stay of ex- 
ecution” on the ruling, thus permitting 
the law to remain in effect. Many stat: 
legal experts have expressed doubts that 
this could be done. 





Maryland Commissioner Raps Agents 
For “Unethical” Auto Ins. Practices 


“It was never the intent of the law 
to have such a thing happen.” 

Such was the lament last week of F. 
Douglass Sears, Maryland Insurance 
Commissioner as he viewed the “untold 
clerical work” piled on the Maryland 
Department of Motor Vehicles as a re- 
sult of “unethical practices” by some in- 
Surance agents, 

Charging that some agents have turned 
the department into “a premium collec- 
tion agency,” Commissioner Sears and 
Motor Vehicle Commissioner John J. 
Jewell, warned agents they faced sus- 
pension or revocation of license if they 
continued the practice which involves 
the sale of financial responsibility cer- 
tificates. 3altimore Evening Sun Staff 
Writer Bruce Winters reported this pro- 
cedure as follows: 


Collects Premium, Then Files Notice 


“An agent files a certificate of re- 
sponsibility for a client with the DMV. 
He collects one month’s premium from 
the insured, then immediately files a 
notice with the DMV that the insurance 
expires 30 days hence. 

“Ten days prior to expiration, the 


DMV notifies the car owner his license 
will be picked up if he does not renew 
his policy. The warning usually sends 
the motorist to his agent. 

“Mr. Sears contends the 30-day notice, 
although required by law, should not be 
filed until the first month for which the 
motorist has paid his premium expires. 

“I think its unethical and never the 
intent of the law to have an agent issue 
a policy today and then cancel it, antici- 
pating the client won’t pay the next 
premium,” Mr. Sears said. 

“Commissioner Jewell said his depart- 
ment will begin compiling a list showing 
the dates of filing and cancellation of 
financial responsibility statements. 


Will Review List Periodically 


“Commissioner Sears noted: “We will 
review this list periodically, and where 
we find the unethical practices continu- 
ing, we will be in a position to hold a 
hearing to determine if there is sufficient 
evidence to suspend or revoke an agent's 
license. 

“As an example of the workload car- 
ried by the DMV in this area, Mr. 
Jewell said the department receiv ed 25,- 
218 new filings of financial responsibility 
in the first seven months of 1961 and 24,- 
704 cancellations.” 





Best’s Insurance Reports 


1961 Edition, Published 


The 1961 edition of Best’s Insurance 
Reports—the 62nd annual fire and cas- 
ualty edition—is ready for immediate de- 
livery. This well-known 2,000 page refer- 
ence work gives comprehensive analyses 
and complete individual reports on the 
financial condition and operations plus 
Best’s summary opinion or rating, of 
approximately 1,300 fire and casualty 
insurance companies in the United 
States. In addition, condensed informa- 
tion covers fire and casualty insurance 
companies operating in Canada. 

For 1961 Best’s ratings have been in- 
creased on 60 insurance companies and 
decreased on 54 companies. Exhibits on 
28 companies appear for the first time 
with no rating assigned. Each company ’s 
individual report contains a review of 
the company s history, management, rep- 
utation, general underwriting practices 
and its reinsurance arrangements. Also 
for each company there are many impor- 
tant exhibits including five-year finan- 
cial and operating studies showing move- 
ments of assets, policyholders’ surplus, 
reserves, direct and net premium vol- 
ume, underwriting ratios (composite and 
separate classes of business), investment 
gains, dividends and federal taxes. 

Complete figures cover the 1960 expe- 
rience on each line of business written; 
yearly underwriting results by lines for 
each of the five years on the principal 
classes of business; detailed financial 
statement figures for each of the last two 
years; figures for the leading groups 
and/or fleets are shown on a consoli- 


Homeowners and PIP Plan 


Changes Approved in Mich. 

Commissioner Frank Blackford of the 
Michigan Department has given his ap- 
proval to a new Michigan Inspection 
Bureau rate filing on homeowners’ pol- 
icies averaging a 5% reduction in pre- 
miums. Other bureaus filed similar 
schedules for their member and _ sub- 
scriber carriers. Effective date is Sep- 


tember 5. 

The Commissioner estimated annual 
savings to policyholders under the new 
filing at more than $1,000,000. He noted 
that this reduction followed a 27% re- 
duction approved in 1960, 

Commissioner Blackford also  an- 
nounces that the public and institutional 
property plan, approved some months 
ago after a considerable delay, has been 
liberalized to make more properties eli- 
gible by reducing minimum premium 
from $1,000 to $500. Credits under the 
plan, the Commissioner said, provide pre- 
mium savings up to 35% and the program 
has “enthusiastic reception” since it be- 
came effective July 1. 





dated basis plus much other financial 
facts and information important to in- 
surance operations. 

Copies may be ordered as part of 
Best’s service from the home office of 
Alfred M. Best Company, Inc., at 75 
Fulton Street, New York 38, or from any 
of the firm’s branch offices in Boston, 
Chattanooga, Chicago, Kansas City, Dal- 
las, Los Angeles and Richmond, 
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REINSURANCE 


THE BEST CONTRACT 


is one that provides all 
parties equal opportun- 
ity for profit. 


Employers contracts are 
built with this in mind 
and they increase scope, 
capacity and security in 
each day's normal run of 
efficient underwriting. 


MULTIPLE LINES 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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LIFE COMPANIES COMBATTING 
ALCOHOLISM 

Life insurance companies are dealing 
with alcoholism as one of the nation’s 
most serious health problems 

There are no firm statistics on the ex- 
tent of alcoholism in the United States, 
but it is estimated that, of the 70 million 
or more Americans who use alcoholic 
beverages, as many as 5 million are prob- 
lem drinkers. 

It is estimated that about 3.0% of the 
nation’s labor force are problem drink- 
ers. Alcoholism costs American business 
more than $1 billion a year in absenteeism, 
accidents and mistakes on the job due 
to drunkenness and hangovers. 

The life companies’ three-pronged ap- 
proach includes: 

1. Educating the public regarding the 
nature of alcoholism and the effects of 
excessive drinking. 

2. Helping communities, business firms 
and other organizations to rehabilitate 
alcoholics. 

3. Demonstrating the effect of 
sive drinking on life expectancy. 

Life insurance companies have been 
concerned for more than 100 years about 
the fact that excessive drinking impairs 
health and leads to early death. Serious 
mental and physical disturbances are 
often related to drinking, including cir- 
rhosis of the liver, neuritis and mental 
deterioration. But one of the main lethal 
effects of excessive drinking on the in- 
dividual is its role in violent death, par- 
ticularly from accidents, which often in- 
volve other persons. 

Life insurance companies have led the 
way in breaking a long-standing taboo 
against public discussion of alcoholism. 
Through educational ma- 
terials and other forms of publicity, the 


advertising, 


life companies have helped to bring the 
problem out into the open 

For example, in addition to paid ad- 
vertisements concerning alcoholism, one 
life company has distributed free nearly 
1 million copies of a booklet on alcohol- 
ism during the past two years. Another 
life company has sponsored a series of 
annual forums on mental health, in which 
alcoholism is a featured topic. Several 
companies are contributing to research 
and are supporting the work of national 
and local health and welfare organiza- 


tions or other groups which are focusing 
public attention on the problem. The top 
executives of several life companies serve 
on the board of directors of the Nati nal ARTHUR F. BLUM 
Council On Alcoholism and take active, 
personal part in the work of the Council. iil ad ill ln: aati wth “the 
agency of Walter H. Blum & Sons at 
Rockaway Park, Long Island, N. Y., past 
president of the New York State Asso- 
ciation of Insurance Agents, now nation- 
al state director to the National Associa- 
tion from New York and chairman of 
one-third of the problem drinkers are the important automated agency ac- 
Another third are counting committee of the NAIA, is also 
improved to the point where they can "OW in the headlines because his agency 
’ was used recently as the locale fo 
shooting the NAIA’s 1962 ad film. To 
ee ee es make the message in the film more re- 
alistic the NAIA decided to shoot scenes 
in and around a typical “small town” 
fice. The Blum Agency was readily 
accessible and the partners were most 
cooperative. The agency, started in 1923, 
is headed by Arthur and his brothers, 
William and Walter. 
* * * 
Toni Carvalho, daughter of John B. 


Carvalho, president and director, Metro- 
Assurance Co. of Hart- 


Life companies are also helping other 
large business and industrial firms to 
combat alcoholism among workers. They 
have found that, in a successful alcoholic 


control program within a company, about 
completely arrested. 
perform their jobs satisfactorily. 


Charles O. Finley, prominent Chicago 
insurance agent and owner of the Kansas 
Ctiy Athletics baseball club, last week 
denied all rumors he would move his 
American League franchise to a Texas 
city. Snapped Mr. Finley: “We are a 
Kansas City team and besides we have 
no place to move to.” The Athletics are 
firmly entrenched in tenth place. 

* * * 





Frank B. Maher, senior vice president 
of John Hancock, and Mrs. Maher, re- 
cently spent six weeks in Europe, largely 
in Spain and Italy. 


politan Fire 
ford, is currently serving with the CIA 
(Central Intelligence Agency) in Jakarta, 
Indonesia. 





$1,000 CHECK FOR (PRIZE WINNING SUGGESTION was awarded to Alice 
Welch (left) by Byron K. Elliott, (center) president of the John Hancock as J. 
Edwin Matz, vice president actuarial department, stands by with congratulations. 
The award is the highest winnings ever presented through the Suggestion System 
at the Hancock. 

A veteran of 35 years service with the company Miss Welch has been asso- 
ciated with the acturial department since 1926, Her prize winning suggestion, soon 
to be adopted by the department, will introduce a newly designed IBM card for 
machine reproduction and calculation of data necessary for the process of certain 
claims. The plan represents a great saving to the Hancock in both time and money. 





Fred Smith, a vice president and spe- 
cial assistant to President Louis Menagh 
of The Prudential, has become a director 
of the Evans Products Co. They are 
producers of plywood and _ railroad 
equipment. Before going with The Pru- 
dential Mr. Smith had been successful 
in public relations in New York and 
Washington. He served as an assistant 
to the Secretary of the Treasury in 
1943-44, was assistant to President 
Roosevelt at the Bretton Woods Con- 
ference and organized the first Labor- 
Management Conference for the Tru- 
man Administration. 


* * * 


Rex William Orbell of Philadelphia, 
has been granted The Hartford Fire In- 
surance Group Scholarship at Trinity 
College beginning with the 1961-62 aca- 
demic year. Mr, Orbell is the fourth 
Trinity student to receive the full tuition 
scholarship which was established by 
The Hartford Insurance Group in 1957, 
In addition to the scholarship, recipients 
are given the opportunity to work at 
regular salary for The Hartford during 
vacations and summer recesses. Mr. Or- 
bell has been working this summer in 
the company’s Philadelphia office. He 
was graduated in June from German- 
town Academy in Philadelphia where 
he was active in extracurricular activi- 
ties including debating, track and foot- 
ball. He also was a member of the staff 
of the Academy’s literary magazine. 

— 





ALVIN L. ROSS 


Alvin L. Ross has been appointed 
supervisor at the Solomon Huber Agen- 
cy of Mutual Benefit Life, New York. 
With a background in law and business, 
Mr. Ross brings to the agency experience 
as a CLU teacher and in the advanced 
underwriting department of a home 
office, 

‘: = & 

L. Joshua Weiner, has been awarded 
a Bachelor of Laws degree by LaSalle 
Extension University of Chicago upon 
completion of his American Law and 
Procedure training. He completed this 
training in spare time. Mr. Weiner is 
president of Estate Security ‘Corpora- 
tion, Newark, N, J., consultants in estate 
planning. 

6 ok * 

Leslie Barbara Talcott of West Hart- 
ford was married last week to Joseph 
Walter Hullett, son of Mr. and Mrs. 
James C. Hullett. Mr. Hullett is presi- 
dent of the Hartford Insurance Group. 
After a wedding trip to the West Coast 
the couple will make their home in 
Norman, Okla. where they will attend 
University of Oklahoma. 

* * * 


Mary Jo Schmidt and Mark M. Becker 
were married recently in Mt. Prospect, 
Ill. Mrs. Becker is the daughter of A. J. 
Schmidt, secretary and actuary, All 
American Life & Casualty, Chicago. 
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T IS AN OBVIOUS FACT — but one so obvious that we are prone 
to overlook it — that our prospect is interested in the. benefits 
our product can give him, and not in our product itself, 
This is a truth we may easily fail to recognize, but it is no 
less important on that account. 


We may assume that a hungry prospect wants a smoking-hot, 
medium-rare sirloin because he wants a steak, but we shall be 
wrong if we do, because what he really wants is the satisfaction of 
his hunger, with the particular pleasure to his senses of taste and 
smell which the steak affords. 

We may assume that the lady wants a new hat, but we shall 
be wrong if we do, for what she really wants and is willing to pay 
for is the admiring glances of men, the appreciative or envious 
glances of other women, and the confidence within herself which 
these things engender. 


Indeed, men always buy the benefit, never the commodity. 
And the man who would achieve mastery of the sales process, and 
skill in accentuating wants until they create their own irresistible 
pressures, must learn to sell the benefit, not the commodity, and 
must learn to identify the benefit intimately with his prospect in 
his own mind. 


Let us examine, as an extreme instance, a man’s purchase of 
a home. This is for most men the largest purchase of a lifetime. 
It is assuredly the purchase of a “tangible,” and it might seem at 
first blush that this is the exception to prove the rule, and that 
here it is truly the commodity itself which a man buys, not the 
benefit. 

But consider. Even though this is the purchase of property 
in its most tangible form (so much so that the law speaks of it ‘as 
real estate or real property!) it, too, is purchased for the benefits 
it offers, rather than for its own sake. It is bought, of course, 
because it affords shelter; because it offers a base of operations, a 
place for its owner to hang his hat, eat his meals, and sleep his 
night's sleep. But if these were all he wanted, these things he could 
acquire by renting, or these he could buy for a much smaller 
outlay than he is contemplating. 

What he also seeks, indeed what he really wants for his 
dollars, and what he is about to buy at very considerable cost, are 
such benefits as the sense of security and peace of mind which go 
with ownership rather than tenancy, the personal satisfaction and 
family prestige which derive from the neighborhood and the home 
in which he and his family live, the social and school advantages 
the home can offer his children, the physical comfort and pride 
of possession which it offers to him ... and most of all, the touch 
of immortality which he senses in the confidence that his children 
will carry with them happy memories of their childhood home 
when they are parents and he is a grandparent, and long thereafter 
when they are grandparents and he is gone. 


It would seem then that even the biggest and most tangible 
purchase of a lifetime is made in quest of benefit rather than for 
the product or commodity itself. 


* * * 


A> AT THE OTHER EXTREME of the price range, we know if 
we but stop to consider for a moment that a man who buys a 
98-cent package of razor blades doesn’t want blades: He wants a 
quick, clean shave, he wants freedom from nicks and cuts and 
scratches, he wants freedom from “five-o’clock shadow,” he wants 
the social approval which all these things beget. 


The man who buys a well-tailored suit for considerably more 
than he would pay for a low-cost, mass-production item, which 
might be entirely adequate notwithstanding its shortcomings, may 
consider that he paid $135 for a suit. But, more accurately, he 
paid the first $35 for a commodity —a suit — and spent the next 
hundred-dollars for social approval, for personal satisfaction, for 
the enhancement of his business success, for the admiration of 
those around him. 


American General Life Insurance Co | 


Houston, Texas Pittsburgh, Pa Houston, Texas 


Knights Life Insurance Company / 


An advertisement of the life companies 
of the American General Group, 
presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 


SELL THE BENEFIT - 
NOT THE COMMODITY 


The buyer of a rail or plane ticket most certainly does not 


- buy the commodity, for it is quite literally nothing but a strip of 


paper! He buys the Jenefits to which it gives him title: swift, sure, 
comfortable transportation, the pleasure of the trip, his physical 
presence at some distant spot where business or vacation calls. 


The buyer of a nine-foot shelf of books does not particularly 
want the books themselves, even though he may feel that one of 
the benefits he may derive will be the prestige which may follow 
their appearance upon his shelves. He seeks, rather, cultural bene- 
fits to himself and his family, the social and business benefits which 
may follow upon his further intellectual development, and the 
pleasant and relaxed hours of reading to which he looks forward 
... rather than the books themselves. 


The man who spends several thousand dollars for central 
air-conditioning in his home, or several hundred dollars for a 
single window unit, has no interest in the commodity as such. 
Indeed, he resents its intrusion upon the limited space in his base- 
ment or garage, or its interference with the symmetrical appear- 
ance of his home! But he is willing to pay heavily for cool, clean, 
filtered air, and its contributions to quiet, calm, and peaceful home 
life; for deep and restful sleep on hot summer nights; and for the 
luxury of creating his own private personal climate by touching 
a dial in his downstairs hall. 


O THE LIFE UNDERWRITER, this means (in sharp distinction 

from a mere discussion of the policy) first uncovering the need, 
then describing and dramatizing the benefits which life insurance 
offers both to the owner himself and to his family. It means paint- 
ing word pictures of life insurance in action. It means the constant 
use of the two words which are the salesman’s two best friends 
in forcing himself to discuss benefits instead of commodities — the 
words “for example.” 


It means emphasis upon guaranteed borrowing power as a 
direct and positive benefit to the insured himself, available in the 
immediate future rather than in the long years to come. It means 
emphasis upon freedom from investment cares and worries. It 
means emphasis upon the proposition that the man whose life 
insurance program is adequate is the happy possessor of a lifetime 
financial program which assures him that he has made adequate 
provision for tomorrow and entitles him, therefore, to spend all 
the rest of his income for the needs and luxuries of today. 

And, perhaps above all else, it means emphasis upon the 


peace of mind which is the most direct and immediate benefit the 
life underwriter has for sale. 


* 6 a 


ET US CONCLUDE this consideration of benefit versus commodity 
by turning for a moment to the hardware business for an 
illustration which should stand forever in our memory. 

Let us reflect upon the fact that every year in America a 
million or more quarter-inch drills are purchased by a million 
or more men... 

... no one of whom wants a quarter-inch drill! 

No, no man who buys a quarter-inch drill wants a quarter- 
inch drill. He wants a quarter-inch hole in a piece of wood or in a 
piece of metal... 


Best wishes, 


Home Stote Life Insurance Company / Hawaiian Life Insurance Company, Ltd. 


Oklahoma City, Oklahoma Honolulu, Howaii 





Insurance in Force August 1, 1967.... 


. . $7,885,000,000 




















‘*Today The Travelers saved a life... ”’ 
wrote Electronic Communications, Inc. of St. Peters- 
burg, Fla. “We were lifting equipment by lift-truck 
to a high balcony . . . the load shifted . . . and a 200 
lb. transformer would have struck our lift-truck 
operator if it hadn’t been for the canopy guard we 
installed at the recommendation—and persistence 
—of the Safety Engineer from Travelers.” The 


Travelers has helped policyholders prevent indus- 
trial accidents since 1888. It’s part of the service 
your clients can count on with Travelers Work- 
men’s Compensation and Public Liability insurance. 
A Travelers field man—whose business is your busi- 
ness—will be glad to help you discover new accounts. 
Call him today. 


THE TRAVELERS Insurance Companies HArTroro 1s. 


CONNECTICUT 


























